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JOHN STEVENS 


John Stevens had never 
sold life insurance before 
coming with the Franklin. 
A graduate of Indiana 
University in 1948, he 
worked for a short time for 
the Sheaffer Pen Company, 


later, as Assistant Manager, 


with Woolworth. His 
Franklin contract was 
signed in late 1950. 

1951 was his first full year. 


Here is the record of his 
cash earnings: 


1951 . . . $ 6,778.36 
1952 . . . $10,124.45 


Our Exclusives ... the 
Magic Key to Success 


February 25, 1953 


Mr. Francis J. O’Brien, Vice President 
The Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 

OPEN SESAME! Our four exclusive contracts rep- 
resent the MAGIC KEY to incomparable success. 
Believe me, from the very bottom of my heart when 
I tell you that the satisfaction, security, and earn- 
ings derived from these exclusive plans have far ex- 
ceeded my fondest expectations for achievement this 
early in life. 

A successful business man once told me, “Job sat- 
isfaction plus high earnings, early in life, is a rare 
combination. You sacrifice one for the other. The 
latter usually comes in mature years.” This theory 
has been disproved, by far, since my association with 
the friendly Franklin. 

Confidentially, O’B, I couldn’t imagine myself sell- 
ing the usual types of life insurance. But with our 
Exclusives I find public reaction most receptive, It’s 
a pleasure to tell my story. 

Success, as I see it, necessitates an all-around, 
well-balanced, exhilarating team. It is my privilege 
to be a member of such a team, the FRIENDLY 
FRANKLIN TEAM, which is so well captained by 
President Chas. E. Becker, who truly personifies 
and expounds the theories of old BEN FRANKLIN, 
another one of our countries greatest leaders. 

This may sound like another typical Franklin suc- 
cess story, but—well, it is! 


Cordially, 
John Stevens 





CHAS. E. BECKER, PRESIDENT 
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Today, 
there is a way to insure 
your economic freedom 




















George Washington visits 
an old friend in prison 


Robert Morris, great financier of the Revolution, 
must have found his stay in debtor’s prison a 
humiliating experience, despite the comforts per- 
mitted by custom of the times. Washington’s visit 
was late in 1798. The place, the old Walnut Street 
Gaol, now the site of The Penn Mutual's Home 
Office, across the street from Independence Hall. 












Although better planning might have prevented Robert Morris’ difficulties, 

life insurance for security in estate planning was unknown in his time. 

Today, your estate—no matter how large or small—can be safeguarded 

by a Penn Mutual Independence Plan that not only protects the financial 
& independence of your family, but also anticipates your own economic 
freedom in your retirement years. 


In this, your Penn Mutual Underwriter can be of great help. He is a busi- 
nessman trained to work with you and your attorney in setting up an 
Independence Plan that brings the best return on your insurance dollar. 


You are under no obligation when you talk to him, and he can point the 
way to your own financial independence. 




















THE PENN MUTUAL LirE INSURANCE COMPANY - INDEPENDENCE SQUARE, PHILADELPHIA 
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Mc Lain Calls for 
Complete Revision 
of Section 213 


1953 Amendments Stop-gap 
Only, Says Former Industry 
Committee Chairman 


NEW YORK — The New York ex- 
pense limitation law “must be com- 
pletely rewritten if justice is to be done 
all parties concerned,” according to 
James A McLain, president of Guardian 
Life, who from 1948 
to 1952 was chair- 
man of the joint 
committee of the 
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Life Insurance Assn. 

of America and Am- 

erican Life Conven- « 
tion that made a long 
and careful study of 
New York’s section 
213. 

Inastatement sent 
to the joint legisla- 
tive committee head- 
ed by Senator Con- 
don, Mr. McLain has stated clearly and 
forthrightly his reasons for believing 
that in spite of the legislation enacted 
this year there must be a complete re- 
vision. He expresses confidence that 
this will be the result “because it is the 
correct solution of the problem.” 

e * * 

Of this year’s amendments to sec- 
tion 218, Mr. McLain said: “To the 
business, this must be considered as 
stop-gap legislation intended for one 
year only. This amendment, while giv- 
ing some relief, is not a final solution. 
At best it represents only a minor re- 
pair to a structure which is badly in 
need of rebuilding. 

“From long association with groups 
considering this law, I am convinced 
that the correct solution will not be 
reached until there is recognition of the 
fundamental defects of the present law 
and agreement on the general purpose 
of the expense limitation statute. Once 
there is this recognition and agreement 
on the purposes, the way will be cleared 
for a con.plete and satisfactory revision 
of the law.’ 

Mr. McLain points out that it should 
not be difficult to reach agreement that 
the purpose of the law is the control of 
the expense element in the cost of life 
Insurance of all mutual companies au- 
thorized to do business in New York. In 
this connection he quotes an opinion of 
the attorney-general of New York 
which distinguishes between the need 
for restriction where participating poli- 
clés are concerned, in view of the 
policyholder’s right to share in the com- 
Pany’s surplus through dividends, as 
contrasted with the situation of the non- 
participating policyholder, who “has no 
interest in the surplus of his company.” 

; The law should effect its purpose in a 
simple, direct way, with only such pro- 
visions as are necessary to accomplish 
the purpose, Mr. McLain emphasized in 
his statement. There is no need for an 
expense limitation law to assure the 


Solvency or control the growth of life 
(CONTINUED ON PAGE 8) 


James A McLain 





Plans Announced 
by A.L.C. for Three 
Regional Meetings 


More than 100 company executives 
from the Pacific Coast, the Rocky 
Mountain region and the southwest 
are expected to attend the first of the 
1953 regional meetings of American 
Life Convention at Salt Lake City 
April 13-14. 

George J. Cannon, executive vice- 
president of Beneficial Life, who is 
Utah state vice-president, will pre- 
side at the opening session. The invo- 
cation will be by Scott Taggart, treas- 
urer, Pacific National Life. Addresses 
of welcome will be made by David O. 
McKay, president, Beneficial Life, who 
is also president of the Church of 
Jesus Christ of Latter Day Saints, and 
probably also by Governor Lee of 
Utah. T. A. Sick, president of A.L.C. 
and of Security Mutual Life of Lincoln, 
will respond to the welcomes and open 
the business portion of the session. 

Robert L. Hogg, executive vice- 
president and general counsel; Lee N. 
Parker, administrative vice-president; 
Ralph H. Kastner, general counsel; 
Alfred N. Guertin, actuary; W. Lee 
Shield, associate general counsel; C. 
Clark Bryan, assistant general coun- 
sel; Wendell K. Simpson, attorney, and 
Ida Weber, secretary, will constitute 
the headquarters staff representation. 

W. Ralph Jones, president and ac- 
tuary of National Fidelity Life, as 
Missouri state vice-president, will pre- 
side at the opening of the St. Louis 
regional April 16. Powell B. McHaney, 
president, General American, a mem- 
ber of A.L.C. executive committee, 
heads the arrangements committee 
there. 

Under the over-all direction of Stan- 
ford Z. Rothschild, president of Sun 
Life of Baltimore and state vice-presi- 

(CONTINUED ON PAGE 19) 
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Gulf Control Sale 
fo Syndicate Sets 
a New Pattern 


The sale of control of Gulf Life by 
the Phillips family to the public 
through a syndicate of investment 
houses is a new development in the 
transfer of life insurance stocks. Some 
securities dealers feel that there will 
be more of such sales, though not ne- 
cessarily immediately. They say they 
have no particular companies in mind. 

These investment experts base their 
predictions mostly on the fact that 
many highly prosperous smaller com- 
panies are family-owned and that es- 
tate taxes, as in the Phillips situation, 
present a considerable problem. As the 
companies expand, they increase great- 
ly in value to their owners, thereby 
aggravating the need for liquid funds 
with which to pay the steeply gradua- 
ted estate taxes. 

The usual channel of sale when a life 
company has changed hands or a con- 
trolling interest has been sold is to sell 
it to another life company or to an 
individual or group of individuals. For 
example, many Texas oil and cattle 
millionaires have been buying life com- 
panies or substantial interests in com- 
panies. 

The plan in merchandising the stock 
to the public is to sell it at $17.50 a 
share after declaration of a 100% 
stock dividend and a four-for-one split. 
As of Dec. 31, 1952, the company had 
$2 million in capital, a contingency re- 
serve of $2 million and unassigned sur- 
plus of $9,677,000 for a total policy- 
holder surplus of $13,677,000. It had 
200,000 shares of $10 par value out- 
standing, which prior to the sale of the 
60% controlling interest was increased 


to 250,000 shares by a 25% stock divi- 
(CONTINUED ON PAGE 19) 





Late News 





Bulletins... 








Asks Blanket Life Insurance Tax Deduction 
WASHINGTON—Rep. Matthews introduced a bill to allow deduction from 
gross income for premiums paid on $2,500 life insurance a year for each tax- 
payer, with deduction for each individual taxpayer limited to $100 per year. 
Deduction would be allowed only for premiums actually paid on ordinary life 
or limited payment life policies covering 20 or more years and would be 


limited only to the taxpayer himself. 


Guardian's President's Cup Awards Announced 
Guardian Life’s President’s Cup Award for all-around performance in 1952 

was won by the Norman W. Remole agency of Minneapolis. Runner-up was the 

Julius M. Eisendrath agency, New York, and third place went to the Holcombe 


T. Green agency of Atlanta. 


The President’s Cup will be awarded to Manager Remole at the western re- 
gional Leaders Club meeting at Colorado Springs June 1-3. The second and 
third place plaques were presented by President McLain to Messrs. Eisendrath 
and Green at the eastern regional meeting at Savannah. 

The Spaulder, Warshall & Schnur agency of New York, company leader in 
both paid life volume and A. & H. paid premiums last year, won the cup for 
1951, but is ineligible to repeat for four years. 


Conn. General Opens Boston Brokerage Office 


A new brokerage agency has been established at Boston by Connecticut 
General Life, headed by James R. Greaney as manager. Connecticut General 
also has an agency branch at Boston, under the management of Howard J. 
Stagg, III. Mr. Greaney went with Connecticut General in 1946 in New York 
after army service. In 1951 he was appointed brokerage manager at Chicago. 


(Additional Late News on Page 20) 
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Actuarial Views 
Differ on Auxiliary 
Retirement Funds 


Many Topics of Interest 
to Producers Discussed at 
Eastern Spring Meeting 


NEW YORK—Use of a whole life 
contract in conjunction with an auxili- 
ary fund to provide pension benefits 
drew more discussion than any other 
topic having to do with sales at the 
eastern spring meeting here of the So- 
ciety of Actuaries. It was the only one 
that brought forth any sharp difference 
of views, to the regret of many mem- 
bers, most of whom welcome a touch of 
controversy in the informal discussions. 

J. A. Bevan of Connecticut General 
described the use of the plan. The whole 
life contract used is of standard form, 
with a provision permitting payment 
of an additional premium at retirement 
age to convert the insurance into a re- 
tirement income contract. This addi- 
tional sum is taken from the auxiliary 
fund accumulated for that purpose. The 
auxiliary fund may be administered by 
an independent trustee or by a life 
company. The responsibility for deter- 
mining the amount of the yearly deposit 
is assumed by the trustee, although he 
does not require the employer to make 
the calculated deposit. Mr. Bevan 
pointed out that this method offered 
savings over the retirement income 
type of plan of from 6% to 9%. These 
savings result because the deposits to 
the auxiliary fund are not paid as a 
death benefit. Additional savings can 
be realized through discounting the de- 
posits to the auxiliary fund for labor 
turnover, in addition to mortality and 
interest. He further pointed out that the 
employe who terminates can be given a 
low cost whole life policy based upon 
his age at issue rather than a conversion 
privilege which he usually cannot af- 
ford to accept. Finally, the level death 
benefit before retirement afforded by 
the whole life contract is easier to ex- 
plain and does result in a lower cost. 


J. L. Stearns, New England Mutual, 
described additional advantages of this 
method: the fixed premium commit- 
ment is for a whole life contract rather 
than for a retirement income type; 
greater flexibility in choosing a retire- 
ment date; cooperation of the trust 
company or bank, if one is used. While 
he regards this combination basis as 
increasingly popular, he pointed out 
certain disadvantages: greater details 
of collections and of actuarial calcula- 
tions; more complicated presentation; 
possibility of inadequate auxiliary 
fund. He also pointed out that the ap- 
parent economy results from lesser 
benefits than are afforded under the 
retirement income plan. He urged that 
a limit be placed on the additional de- 
posits for conversion, and on the with- 
drawals from the auxiliary fund. The 
terms under which the auxiliary fund 
is maintained and under which conver- 
sion is made should also be set forth 


clearly. 
(CONTINUED ON PAGE 16) 
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announcer discussed the importance of 
a Prudential educational endowment 
plan. He also urged families to see their 
local agent in order to achieve a sound, 
well-balanced life insurance program. 

Another week, the announcer urged 
the viewers to let their friendly Pru- 
dential man help them set aside part of 
their earnings today so that tomorrow 
they’d have funds for a happy and care- 
free retirement. Security was stressed 
in the second announcement that 
evening. 

Partial proof of the program’s success 
is shown by the fact that the company 
has added five outlets to the network 
upon which the company is sponsoring 
the show. The advertising fee depends 
partially upon the number of stations 
which carry the program for the spon- 
sor. Each additional station boosts the 
cost that much more. Surveys have 
indicated that the additional outlets 
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Photographs of the stars of “Your 
Show of Shows” are used by Pruden- 
tial agents in coordinating their sales 
efforts with company television ad- 
vertising. 


$11,000 mortgage policy. A New Jersey 
agent said a prospect stopped at his of- 
fice to inquire about insurance because 
of the program’s message. Result: sale 
of a $15,000 policy. 

A Massachusetts agent said a young 
man called on him to inquire about in- 
surance. He was motivated to do so by 
the television advertising. The interview 
resulted in the sale of a $6,000 endow- 
raent policy. A Pennsylvania agent 
closed a $10,000 mortgage case because 
of TV ads. In Minnesota, an agent sold 
a $2,000 endowment and a $2,000 de- 
creasing term because the prospect was 
interested in insurance by the adver- 
tisements. A Long Island agent closed 
an income endowment policy sale be- 
cause the prospect was stimulated by 
the ads to inquire. 

These are but a few of many ex- 
amples, but they prove that the agent 
is indirectly introduced to the prospect 
by TV. They also show that the viewer 
will occasionally inquire at an agency 
as a result of the advertisements and 
some sales can be directly attributed to 
television advertising. 


Photo Misidentified 


In last week’s issue the earlier copies 
off the press carried a picture of Alvin 
B. Dalager, newly elected senior vice- 
president of Equitable Society, over the 
name of Furman B. Phelps, newly ap- 
pointed group representative of Mass- 
achusetts Mutual Life in New York 
City. In later copies Mr. Phelps’ pic- 
ture appeared with the proper identi- 
fication. In all copies Mr. Dalager’s 
photograph appeared in the story on 
his election with the correct identifi- 
cation. 








LAA to Register in Advance 


NEW YORK—Forehanded members 
of the Life Insurance Advertisers Assn. 
attending the eastern round table meet- 
ing in New York City, April 9-10, will 





This summer it is New York Life’s 
plan to revise its training course for 
agents, and to offer a new course in 
business insurance and estate analysis. 





Union Life & Casualty 
Names Sykes Medical Head 


Union Casualty & Life has appointed 


Dr. Lawrence G. Sykes medical di- 
rector. 
Dr. Sykes was formerly assistant 


medical director of Northwestern Mu- 
tual Life, medical director of Connect- 
icut General Life and medical director 
of Life Extension Institute. He served 
as chairman of the American Life Con- 
vention medical section and of its avia- 
tion committee and as an officer of 
Assn. of Life Medical Directors. He is 
well known as a speaker and writer 
on life topics. 





Management Conferences 


West Coast Life is conducting a ser- 
ies of one week agency management 
conferences at its home office at San 
Francisco. 

Each conference is made up of a 
small group of managers whose agen- 
cies are at similar stages of develop- 
ment. 

The conferences consider the pro- 
cedures designed to assist the manager 
in recruiting and training men and the 
solution, by case method, of practical 
agency management problems. They 
are under the direction of Robert E. 
Cecil, superintendent of agencies in 
charge of training. 


Enters 2d A. & H. Year 


Mutual Life has entered its second 
year in the A. & H. business with more 
than 7,000 policies in force. Payments 
from $3 to $1,300 have been made on 
about 400 policies. The company points 
out that almost half the A. & H. poli- 
cies were purchased by the company’s 
life policyholders. 





New York Life has adopted an an- i houn 














nual premium retirement annuity plan state « 
and an individual hospital expense  minat 
policy. At the same time, the company _ ments 
has liberalized expense benefits for cause 
sickness coverage for women in occu- inis 
pational classifications D and E. a 
The retirement annuity policy is) MOF 
available at age 0-65, and may be is- _—‘Tolls’ 
sued with waiver of premium age 10- | 
55. The hospital expense plan is de- Mr 
signed for persons not eligible for’ mour 
coverage under the company’s family | _ velox 
policy. It does not include maternity jjper 
benefits. Class D & E occupational | aliza 
women are now eligible for benefits of th 
including hospital confinement; mis- H 
cellaneous expenses; nursing fees; sur- , . 
gical operation fees, and medical at- | allo 
tention while in hospital. tern 
tow: 
= id 
Set Managers Meet Aprill0 | fh. 
Recruiting will be the theme of the | bru 
annual Life Agency Management Con- { now 
ference at Ohio State University April anc 
10. of 
Speakers will be Richard E. Pille, A 
vice-president Mutual Benefit Life; Mr 
G. E. Steigerwald, manager for Pru- i 
dential, Indianapolis; Floyd Henricks Sl 
of Cleveland Electric Illuminating Co.; sen 
Norman Deunk of the university; the 
Richard R. Townley, manager for Un- is 1 
ion Central Life, Columbus, and Wil- ty, 
liam T. Earls, general agent for Mu- an 
tual Benefit, Cincinnati, chairman of sy! 
Million Dollar Round Table. ' 
ke 
Insurance Trust Booklet or 
A new booklet on “Insurance Trusts” Pr 
by John M. Zuber, vice-president and | ch 
trust officer of American National co 
Bank, Indianapolis, has been published = yj 
by Insurance Research & Review mi 
Service, Indianapolis. Mr. _Zuber's | 
treatment of the subject is designed to | j, 
help career life underwriters know 
when and how to use life insurance ~ ‘ 
trusts in estate planning and is ex- | N 
pected to help open many profitable rr 


interviews with men and women of 
means. 
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A group of eastern and midwestern 
pusinessmen, two U. S. congressmen 
and a state senator from Indiana, all 
active in their local chambers of com- 
merce or in the national chamber, met 
at the Drake hotel in Chicago March 
4 to toss well-aimed barbs at the 
resent social security policy and to 
consider methods of amending its 
faults. 

The conference was sponsored by 
the Chamber of Commerce of the U.S., 
affiliated state chambers of commerce 
and the Chicago Assn. of Commerce & 

try. 

= % any, had anything good to 
say about the law as it now stands. 
Morning speakers took the offensive 
while those who addressed the gather- 
ing in the afternoon offered views 
aimed at correcting what they declared 
were faults in the setup. _— 

" Spokesman for the meeting, in that 
he voiced the ideas to correct the poli- 
cy, was Leonard J. Calhoun, attorney 
with Harter & Calhoun of Washington, 
D. C., and former chairman of the em- 
ployer group on social security and 
vice-chairman of the social security 
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conference committee at the Interna- 
tional Labor Conference last year. 

Mr. Calhoun’s speech, “The Cham- 
ber’s Proposal—A Uniform Approach”, 
urged “a reasonable plan...to extend 
immediate protection under the old age 
and survivors insurance system to the 
present unprotected aged, and periodic 
adjustment of the equal taxes on em- 
ployer and employe and the tax on 
self-employed to support benefit dis- 
bursments on a current basis.” 
Findings of the chamber, Mr. Cal- 


houn said, were that federal grants for 
state old-age assistance should be ter- 
minated. He cited the 1950 amend- 
ments to the law, which, he said, 


caused great increases in cost of ad- 
ministration and threatened to place 
more than 6.9 million aged on pension 
rolls by 1960. 
e 6 -_ 

Mr. Calhoun also pointed to the 
mounting dangers of competition de- 
veloping between the OASI benefit 


liberalizations and OAA grant liber- [ 


alizations, and saw costs rising because 
of this, as well. 7 
He indicated the perils involved in 


allowing the states a free hand in de- ' 


termining the degree of this liberality 
toward their respective pensioners, and 
said this federal grant system is causing 
the taxpayers to carry the financial 


brunt of the plan. The system, as it is | 
now, he said, lacks the checks and bal- ¥ 
ances inherent in most other corners = 


of government. 


The chamber therefore has proposed, | 
Mr. Calhoun declared, that an exten- & 
sion of OASI to cover all of the pre- © 
sent unprotected aged and eliminating | 


the present exemptions in its coverage 


is the only feasible way to bring equi- 
ty, common sense and checks and bal- 


ances into the present “run-away” 
system. 


The morning session began with a 


keynote address by Dean H. Mitchell, 
president of the Northern Indiana 
Public Service Co., Hammond, and 
chairman of the National Chamber’s 
committee on social legislation. Mr. 
Mitchell based his talk on a plea for a 
middle-road attitude in searching for 
: solution to the social security prob- 
em. 


“A middle-road can be found be- 


tween the two extremes—no govern- 
mental responsibility for the economic 
security of the individual on the one 


y.5. Chamber-Chicago Assn. Meet Weighs 
problem of Social Security, Proposes Cures 


hand and on the other hand a cradle- 
to-grave total welfare state philoso- 
phy,” he said. 

E. J. Eberling, professor of econom- 
ics at Vanderbilt university, Nash- 
ville, Tenn., and member of Mr. 
Mitchell’s chamber committee, listed 
what he charged were discriminations 
in the social security law as it exists 
today. 

D. Russell Bontrager, Indiana state 
senator from Elkhart and chairman of 
the Indiana committee investigating 
public assistance in the state, de- 
manded that the “federal government 
withdraw completely from all phases 
of the program which we in Indiana 
knew and refer to as the public wel- 
fare program.” 

e a e 

Sen. Bontrager confined his talk 
mainly to one point, that being an at- 
tack on secret welfare rolls, and in 
this respect he saluted U. S. Senator 
Jenner, whose amendment, he said, 
erased secrecy in the spending of bil- 
lions of dollars of public funds and 
represented the first major reversal in 
nearly 20 years toward centralization 
of power in Washington. 

“It cannot be contended,” the sena- 
tor said, “that the enactment of In- 
diana’s anti-secrecy law was respon- 
sible for all of the downward trend of 
number of persons on the rolls and of 
the total expenditure for assistance 
grants.” 

“Unrealistic Financing” was the top- 
ic of Dorrance C. Bronson, vice-presi- 
dent and actuary, Wyatt Co., Washing- 
ton, D. C., member of the committee 


on social legislation and former assist- 
ant actuary with Travelers. 

“The unrealistic part,” he said, 
“comes about through the assumption, 
on the part of the 81st Congress, that 
a fixed set of rates for decades ahead 
must be put into the law.” This was 
never followed, he said, and charged 
that the rates are determined arbi- 
trarily, although “they have come to 
be looked at as if they were as scien- 
tific a measurement of cost as is a 
life insurance premium.” 

Other afternoon speakers, who de- 
voted their talks to suggestions of ways 
to make the system more workable, 
were: A. D. Marshall, manager, em- 
ploye benefit service department, Gen- 
eral Electric Co., New York and vice- 
chairman of the committee on social 
legislation, “Guideposts to Corrective 
Action”; Frank B. Cliffe, vice-presi- 
dent, H. J. Heinz Co., Pittsburgh, and 
member of the chamber’s committee, 
“Why Universal Coverage?” Henry D. 
Allen, social security supervisor, tax 
department, U. S. Steel Co., Pittsburgh, 
and chairman of the committee on so- 
cial legislation of the Ohio state cham- 
ber and chairman of the social securi- 
ty committees of the Pennsylvania and 
Indiana chambers, “The Proper Fed- 
eral Function in Security for the 
Aged”; and Charles A. Siegfried, asso- 
ciate actuary, Metropolitan Life, and 
member of Society of Actuaries, “Why 
Pay-as-You-Go?” 

Luncheon speakers, giving a “Con- 
gressional Viewpoint,” were Nebraska 
Cong. Carl T. Curtis, chairman, House 
Ways and Means social security sub- 
committee; and Missouri Cong. Thom- 
as B. Curtis, member of the subcom- 
mittee. Chairman for the luncheon was 
Ormond F. Lyman, executive .vice- 
president, Illinois chamber. 





For Good And All 


Good work on the part of 


members of the Northwest Ohio 
Ordinary Department branch 


G. J. WELLMAN 
leads production for the year. According to the rules of the 
competition, this outstanding agency is awarded permanent 


office has again put the Com- 
monwealth President’s Trophy 
into the hands of their able man- 
ager G. J. Wellman ... this time 
for good. 

The coveted trophy is presented 
annually to the agency which 


possession of the trophy having won it three times. 
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Set Agenda for A. &H. 
Agents’ Convention 


“A program stressing panel discus- 
sions on nearly all phases of A. & H. 
insurance has been developed for the 
annual meeting of International Assn. 
of A. & H. Underwriters at Chicago 
June 28-July 1. The executive board 
will meet June 27-28, and in the eve- 
ning of the 28th there will be a recep- 
tion. 

The next morning after registration, 
President John Galloway, Provident 
Life & Accident, Birmingham, presi- 
dent, will open the first general ses- 
sion. After the introductory talks, the 
meeting will switch over to the five 
concurrent discussion sessions. Alfred 
H. Smith, Jr., Marsh & McLennan, will 
moderate the panel on special risks 
and aviation accidents; B. H. Groves, 
Travelers, will be in charge of com- 
mercial and monthly premium division 
coverages; catastrophe coverages will 
be handled by George J. Mauloff, 
Royal-Liverpool; Earl W. Montgomery, 
Moore, Case, Lyman & Hubbard, will 
be in charge of agency management, 
office details and service, and Clayton 
F. Lundquist, Lamb, Little & Co., will 
handle group A. & H. coverages. All 
are from Chicago. 

Speaker for the luncheon has not yet 
been announced. 

In the afternoon the panel discus- 
sions will continue, but with different 
subjects. Robert Keeley, Monarch Life, 
will be in charge of non-cancellable 
A. & H.; Donald C. McVey, Meeker- 
Magner, will handle franchise and 
wholesale; Ernest T. Luhr, Parker, 
Aleshire & Co., will handle A. & H. 
agency advertising; Roy A. MacDonald. 
H. & A. Underwriters Conference, will 
be in charge of A. & H. underwriting, 
claims and sub-standard risks; W. 
Clement Stone, Jr., Combined of Chi- 
cago, will handle group hospital in- 
surance. 

7 oe e 

On the second day, Thomas Calla- 
han, Time of Milwaukee, association 
vice-president, will preside over the 
session on the functions of trade asso- 
ciations, at which the guests will be 
Cc. O. Pauley, H. & A. Underwriters 
Conference; J. F. Follmann, Jr., Bu- 
reau of A. & H. Underwriters; E. H. 
O’Connor, Insurance Economics Soci- 
ety; Charles Zimmerman, L.I.A.M.A.; 
Robert L. Hogg, American Life Con- 
vention; W. M. Sheldon, National Assn. 
of Insurance Agents, and B. N. Wood- 
son, National Assn. of Life Under- 
writers. 

W. C. McMillon, B.M.A., Abilene, 
Tex., will give his talk on “Penetrating 
Oil,” and at the luncheon the speaker 
will be Dr. Napoleon Hill. 

Mr. Galloway will preside in the 
afternoon over a discussion of A. & H. 
industry cooperation and will include a 
review of disability sales course ac- 
tivities, the directory plan of the Inter- 
national, women’s divisions, the Inter- 
national association magazine, the A. & 
H. circulating library, local associa- 
tion activities, and companies’ support. 
There will be a reception and cocktail 
party that evening, followed by a ban- 
quet at which will come a presentation 
of the Harold Gordon memorial award. 
The meeting will close the next after- 
noon following the business session 
and election. 


Iowa Non-Medical Bill Advances 


The Iowa house has passed and sent 
to the governor a bill which will per- 
mit life insurance companies to write 
non-medical up to $10,000. The present 
limitation for an individual is $5,000. 
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ECONOMISTS TELL ACTUARIES 


Predict Business 
Growth, More Saving 


NEW YORK—Continued vigorous 
economic growth of the nation, down- 
ward movement of price levels, in- 
creased personal savings and a rise in 
interest rates were predicted as most 
likely during the last half of the cen- 
tury at the forum on economic trends 
and life insurance held at the eastern 
spring meeting of the Society of Actu- 
aries. It was conducted by William An- 
derson, vice-president and _ general 
manager of North American of Toron- 
to. 

These developments were predicated 
upon the absence of a major war and 
the continuance of the principal char- 
acteristics of our economic and social 
system. 

Dr. Simon Kuznets, professor of eco- 
nomics at the University of Pennsyl- 
vania, predicted that the nation’s econ- 
omy would continue to expand during 
the next several decades, although 
probably at a lower rate than during 
the past 40 years. Long swings in the 





rate of growth are likely to recur, al- 
though various economic devices may 
reduce the impact of changes in the 
business cycle. Dr. Kuznets found little 
merit in the “stagnationist” theory that 
the American economy was mature. 

In discussing probable future price 
trends, Dr. Kuznets pointed out that in 
the past, the major part of price infla- 
tion had developed shortly after rather 
than during war years. Prices had then 
declined gradually over a long period 
from the peak levels reached in the 
immediate postwar years. If the threat 
of war remains within relatively lim- 
ited scope, it is most likely that price 
levels will move downward for a sub- 
stantial period. However, the downward 
movement will probably be terminated 
by direct actions sooner than in the past. 

Life insurance companies may expect 
to get an increasing share of the sav- 
ings of the American people during the 
next half century, according to Ray- 
mond W. Goldsmith, director of Study 
of Saving and the American Capital 
Market, sponsored by L. I. A. A. 

Dr. Goldsmith predicted a continu- 
ance of the trend begun in the 1920s for 
a greater proportion of personal savings 
to be directed toward life insurance 
companies and other forms of insurance 
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saving. The proportion of income de- 
voted to all forms of savings might be 
expected to continue reasonably stable, 
except for short term swings, as it has 
for the past 100 years. With an antici- 
pated rise in national income of perhaps 
30% every decade, this would result in 
an absolute volume of saving of about 
four times the present amount by the 
end of the century, without adjustment 
for possible changes in price levels. 

Dr. Goldsmith pointed out some of the 
hazards of attempting to predict the 
most likely future course of interest 
rates, but stated that the turn in interest 
rates that occurred in 1946 is not likely 
to be reversed during the next decade 
or more. After the current upward trend 
has reached a maximum, probably well 
below the last peak in 1921, the down- 
ward phase might continue through the 
last third or fourth of the century. He 
also predicted that interregional differ- 
ences in interest rates would continue to 
become less marked, and that there 
would be a trend toward equalization of 
interest rates among different forms of 
high grade investments. 

In commenting on the preceding pa- 
pers, J. S. Thompson, Mutual Benefit 
Life, pointed out how the growth in the 
amount of life insurance premiums had 
paralleled the increase in national in- 
come. The ratio of premiums to national 
income had exceeded 4% only during 
the depression years, when it was ac- 
companied by a high termination rate. 
However, with increased education of 
the public and its acceptance of the 
value of life insurance, it is quite pos- 
sible that a ratio in excess of 5% may be 
reached in the future. He ascribed the 
success of life insurance in meeting the 
competition for the consumer’s dollar in 
large measure to the agency forces. Con- 
tinuing and increased needs for capital 
may be expected to provide ample out- 
let for the investment of life insurance 
funds. 

The Canadian side of the economic 
picture was presented by H. L. Guy, 
Mutual Life of Canada. He commented 
on the close economic relations between 
Canada and the United States and the 
likelihood that similar economic trends 
as to price and interest levels would be 
experienced. However, greater popula- 
tion and economic expansion may be 
anticipated in Canada, and it would 
probably have a greater need for capi- 
tal, particularly of the equity risk 
variety. He also discussed the likelihood 
of political pressure for higher prices 
and full employment, should a defla- 


tionary cycle occur. The great expansion 


in Canadian personal incomes has not 
been accompanied by an equal increase 
in life insurance premiums, evidence 
that further intensive cultivation of the 
market for life insurance is necessary. 





New Assistant Actuaries 
Teachers Insurance & Annuity has 


appointed Robert J. Randall and Turn- 
er Varcoe assistant actuaries. Mr. Ran- 
dall goes to Teachers from the New 
York department, where he was as- 
sociate actuary. A fellow of Society 
of Actuaries, he was with Mutual Life 
from 1946 to 1950. Mr. Varcoe, for- 
merly assistant actuary of Volunteer 
State Life, is an associate of Society 
of Actuaries. 


Both also will be assistant actuaries 


of the college retirement equities fund, 
established by Teachers as a supple- 
ment to traditional annuities. 





Cal. Group Limits Bill 


A group life bill has been introduced 


in California legislature which contains 
$20/40,000 


limits recommended by 


American Life Convention, Life Insur- 
ance Assn. and National Assn. of Life 
e Underwriters. 


First Day of A. & H. 
Meeting Scheduled 


Following is the program for the 
first day of Agency Management 
Assn.’s A. & H. conference to be held 
April 20-22 at the Drake hotel in Chi. 
cago. 

Ardell T. Everett, 2nd vice-president 
of Prudential, first speaker, will dis. 
cuss the preliminary impressions of a 
company recently entering the A. & H. 
field. Grant L. Hill, vice-president and 
director of agencies of Northwestern 
Mutual and president of L.I.A.M.A, 
will extend “Greetings from the Pres. 
ident.” Winding up the morning ses. 
sion will be John W. Sayler, vice. 
president in charge of sales, Business 
Men’s Assurance, and board represent- 
ative on the A. & H. committee, who 
will discuss the reasons for the meth- 
ods used in attempting to get a bal- 
anced production between life and 
A. & H. in a talk entitled “It Takes 
All Three.” 

In the afternoon Edward R. Hodg- 
kins, vice-president and manager of 
agencies of Paul Revere Life, a mem- 
ber of the A. & H. committee, will dis- 
cuss the agency officers’ responsibili- 
ties in claims and underwriting. Rob- 
ert J. Taylor, educational director 
United Benefit Life, will discuss the 
problem of getting life production from 
A. & H. men. 

C. G. Ashbrook, executive vice-pres- 
ident and director of agencies North 
American Life, chairman of the A, & 
H. committee, will preside at the morn- 
ing session, and James E. Powell, vice- 
president of Provident L. & A., and a 
member of the A. & H. committee, 
will preside in the afternoon. 

An informal reception will be held 
in the evening at the Drake. 


Kan. A. & H. Congress April 3 


Kansas Assn. of A. & H. Under- 
writers is holding its sales congress 
April 3 at Wichita, opening with a 
luncheon addressed by John G. Gallo- 
way, Birmingham, president of the 
International association. Afternoon 
speakers include Roy Cox, manager 
of A. & H. sales of Prudential at Hous- 
ton; Don Compton, Wichita, general 
agent Washington National; and Sig 
Stottrup, Omaha, A. & H. training di- 
vision of Mutual Benefit H. & A. Rec- 
ognition will be given members of the 
Leading Producers Round Table by 
EF. L. Mack, Wichita, Provident Life 
& Accident, Wichita, general chairman. 
An open discussion period will close 
the session. President Earl E. Strimple, 
General American Life, will preside. 
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Ariz. Insurance 
Probe Killed, But 
Code to Be Studied 


The Arizona house has killed the 
controversial proposition to investigate 
the insurance business in the state. The 


| pill had previously passed the senate, 
| put the house, by a series of amend- 


ments, took away the investigative 
powers of the proposed insurance com- 
mittee and authorized the state attor- 
ney-general to study and investigate 


GAMC Representatives Are 


Appointed by John D. Marsh 


National Assn. of Life Underwriters 
members of the advisory committee on 
agency management training, who were 
recently appointed by John D. Marsh, 
Lincoln National general agent at 
Washington and chairman of Gen- 
eral Agents & Managers Conference, 
are Fred E. LeLaurin, Aetna Life, New 
Orleans; Herbert R. Hill, Life of Vir- 
ginia, Richmond; Harry Krueger, 
Northwestern Mutual, New York City; 
William T. Earls, Mutual Benefit Life, 
Cincinnati, and Earl M. Schwemm, 


New York Times Features 


Institute of Life Insurance 


NEW YORK—The Institute of Life 
Insurance’s newspaper advertising pro- 
gram was the subject of a business- 
page feature story in last Sunday’s New 
York Times. The article had a picture 
of President Holgar J. Johnson of the 
institute looking over an advertisement 
with Donald F. Barnes, director of ad- 
vertising and promotion. 

The article stated that it is no acci- 
dent that life insurance ranks high 
among industries held to be tops in 
public understanding and appreciation 
and that much of the favorable public 


attitude is the result of the institute’s 
work over the last 14 years. 

The article traces the history of the 
institute and explains why the sights 
of the institute have been set on earn- 
ing public approval rather than selling 
life insurance. 


Attains $100 Million Mark 


Pacific National Life has attained 
the $100 million mark in insurance in 
force with the sale of a $1,000 junior 
20-pay life policy issued to a 13-year- 
old boy at Burley, Ida. President Ray 
H. Peterson was present as General 
Agent C. C. Baker presented the policy 
at Burley. 


Great-West Life, Chicago. 





the industry “to the extent he deems 
necessary.” The proposition passed the 
house by a vote of 68 to 1, and now 
goes back to the senate for concurrence 
in the amendments. 

The house, however, did allow, under 
its version, a committee to study the 
proposed new insurance code and a re- 
port to the legislature on it next year. 

The amendments were proposed by 
the house appropriations committee. 
In support of the changes, Rep. Jack 
Hays said the senate bill would em- 
power any member of the committee, 
allof whom would have been insurance 
men, to probe into the affairs of their 
competitors. 

Rep. Robert H. Wallace, an insurance 
man, said the senate bill was cleverly 
worded so the investigation would ap- 
ply only to Arizona companies. “It is 
sure no secret,” he said, “that it is the 
primary intent to put Arizona insur- 
ance companies out of business.” Mr. 
Wallace is president of National Life & 
Casualty of Phoenix, one of the Ari- 
zona benefit companies which the ori- 
ginal resolution was designed to have 
investigated. He is also chairman of 
the house insurance committee. 

Mr. Wallace said one of the legisla- 
tors had been an employe of his com- 
pany from October, 1951, to September, 
1952, and now was pushing the bill, 
according to Mr. Wallace, to eliminate 
competition. This former employe is 
now with a legal reserve life company 
that started out as a benefit company, 
he said. 





Mutual Service Group Has 


Big Annual Meeting Rally 
Some 800 attended the banquet high- 
lighting the annual meeting of Mutual 





How To 
INCREASE 
THE 
NET INCOME 


of 
Your Agency 


ost methods of increasing the have represented another life insurance 
income of a fire-casualty agency company — and haven't written much 
or brokerage firm also involve increasing business — have been amazed at the 


volume of commissions that results from 
the help and cooperation given by The 
Connecticut Mutual. 


expenses. An exception to this has been 
found by those representing Connecticut 
Mutual. Hundreds of agents and brokers 
have added thousands of dollars to their 
incomes by working with us. Why? 
Because Connecticut Mutual does so 
much of the work which, in the fire and 
casualty lines, you have to do yourself 
or pay to have done in your office. 


From this experience of ours with your 
kind of office we have evolved methods 
that will work for you, and have trained 
our home office staff and fieldmen to 
understand the special problems you 
have. All this has been condensed into 


Even fire-casualty men who for years a plan that you should know about. 





Service Companies| The 16-page booklet shown above tells =e Why Connecticut Mutual is a good 
of St. Paul with] qbout these special facilities. Here are company for your client. 

F. F. Rondeau, some of the subjects it deals with: 

president of the e Examples of what other fire-casualty 
companies, ini, Why it is profitable for a fire-casualty agents and brokers have done — in 
charge. Principal terms of thousands of dollars of 


speaker at the 
banquet was Mar- 
quis Childs, Wash- 
ington columnist. 

The combined 
premium income 
for 1952, according 
to Mr. Rondeau, 
was $8,278,000, 
combined assets of the companies are 
= $13,250,000 and surplus $3,375,- 

Jerry Voorhis, executive director of 
Cooperative League of the U. S., ad- 
dressed the group at one of the meet- 
ings during the day. The 10 leading 
conte were named to the agents’ ad- 

visory council. They were cited by 
Agency Vice-president Eugene B. 
Rogers. Newly elected to the board of 
directors was Emil Hierl of Cam- 
bridge, Minn. 

The companies increased their assets 
23% last year, premium income by 
24%, and surplus by 18%. 

Mutual Service Life had assets of 
$5,241,579, surplus of $662,930 and in- 
surance in force $53,801,793. 





F. F. Rondeau 








agent or broker to handle life insur- 
ance. additional income. : 

A copy of this new booklet is yours for 
the asking, without the slightest obliga- 
tion on your part. Send for yours today 
— it may well guide your agency toward 


a material increase in net income. 


Details of Connecticut Mutual’s plan 
to help you sell. 


Why Connecticut Mutual is a good 
company for you. 


The COnreotioul Vitutlual 


ii OUR’, LIFE INSURANCE COMPANY + Tenifind 
G, veans 7 
= be 





CONNECTICUT MUTUAL LIFE INSURANCE COMPANY 
Hartford, Connecticut 


I am interested in selling life insurance so please send 
me, free and without obligation, your new booklet “A Plan 
to Help General Insurance Men Sell Life Insurance.” 


NU-4-3 


Name 





‘(please print) 





Street 


Town 


or City State. 
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CONNECTICUT MUTUAL GENERAL AGENCIES 


Albany 1, N. Y. 


, James T. Purves, 75 State St. 

Albuquerque, N. M., Timothy B. Ingwersen, 
121 East Tijeras Ave. 

L. Bealy Smith, 
Citizens & Southern Bank Bldg. 

Baltimore 1, homas W. Harrison, Jr., 
307 North Charles St. 

Birmingham 3, Ala., Stewart H. Welch, Jr., 
Brown-Marx Bldg. 

Boston 9, Mass., Winslow S. Cobb, Jr., 50 Congress St. 

Boston 9, Mass., Rob’t. B. Whittemore, 82 Devonshire St. 

Bridgeport 3, Conn., Harry E. Duffy, 

2 Bridgeport- City Trust Co. Bldg. 

Buffalo 2, N’Y. Jack O'Bannon, Liberty Bank Bldg. 

Charlotte 2, N. a Philip F. Howerton, Johnston Bidg. 

Chicago ; iu., Robert E. Fiorian, 39 South LaSalle St. 

Chicago 2, Ill., Henry C. Hunken, 1 North LaSalle Sc. 

Chicago 3, James F. Ramsey, Field Bldg. 

Cincinnati 2, O., James H. Farrar, Coane Tower 

Cleveland 14, oO. Harry H. Kail, Leader Bldg. 

Columbus 15, O., Victor K. Miller, Beggs Bidg 

Dallas 1, Tex., Everett EF. White, 107 North Field Se. 

Davenport, Ia., Paul C. Otto, Davenport Bank Bidg. 

Decatur, IIl., W. Robert Moore, Citizens Bank Bldg. 

Denver 2, Colo., Norris E. Williamson, 

s. 4g mg a Bldg. 

Des Moines 9, la., bet R. Fisher, Fleming Bldg. 

Detroit 26, Mich., Charles E. Stumb, Nat'l Bank Bidg. 

Erie, Pa., James J. Reid, Palace Bldg. 

Fort Worth 2, Tex., Thomas N. Mood 

T. Waggoner Bldg. 

Grand d Rapids 2, Mich., Haber C. Remien, 

Association of Commerce Bidg. 
Harrisburg, Pa., Joseph J. H. Richter, Jr., 
Payne-Shoemaker Bldg. 

Hartford 3, Conn., Ralph H. Love, 75 Pearl St. 

Houston 2, Tex., The eo Agency, Esperson Bldg. 

Huntington 9, West Va Homa Houchin, 

First Huntington Nat'l Bk. Bldg. 

Indianapolis 4, Ind., Claude C. ‘inouk, Circle Tower 
acksonville 2, Fla., Victor W. Wilson, Lynch Bldg. 
ansas City 6, Mo., Edward B. Bates, 

1016 Baltimore Ave. 

Knoxville 02, Tenn., Harry M. Watson, 
Hamilton National Bank Bldg. 

Long Beach 12, Calif., C. Carter Schneider, 
F. & M. Bank Bldg. 

Los Angeles 5, Calif., Melzar C. Jones, 


Ys 


40 Wilshire Blvd. 
Los “ale 17, Calif., _— H. Siegmund, 
609 South Grand A 
Louisville 2, Ky., Moss & is, Starks Bldg. 
Memphis 3, Tenn., A. V. Pritchartt, Sterick Bldg. 
Miami 32, Fla., F. R. Anderson, Pan American Bk. Bidg. 
Milwaukee 2, Wis., Kenneth W. oe Bankers Bldg. 
Minneapolis ye Minn., Frank J. Lynch, 
Northwestern Bank Bidg. 
Nashville 3, Tenn., Norris Maffett, 814 Church Se. 
Newark 2, N. J., Edward C. Jahn 
The Commerce Court a 
New Orleans 12, La., Thomas F. Barrett, Jr., 
Pere arene Bldg. 
New York 6, N. Y : The! Fraser Agency, 
J. M. Fraser, G. A., 149 Broadway 
New York 17, N. ” Paul L. Guibord, 6 E. 45 St. 
New York 17, N. Y., Horace S. Jenkins, Jr., 17 E. 42 St 
New York 17, N. Y., Halsey D. Josephson, 527 5th Ave. 
Norfolk 10, Va., D. Conrad Little, Royster Bidg. 
Oakland 12, Calif., —" L. Taylor, 1404 Franklin St. 
Oklahoma City 2, Okla., Robert H. Carter, 
Petroleum Bldg. 
Omaha 2, Neb., Paul C. Kaul, 405 S. 16th Se. 
Peoria 2, Ill., Chester T. Wardwell, Cent. Nat'l Bank Bidg. 
Philadelphia 3, Pa., John C. Knipp, Jr., Architects Bldg. 
Philadelphia 3, Pa., Vernon S. Mollenauer, 
1616 Walnut St. 
Pittsburgh 19, Pa., Robert N. Waddell, Koppers Bldg. 
Portland 3, Me., Richard M. Boyd, 415 Congress St. 
Portland 4, Ore., ting * ne aig ag Agency, ae Bldg. 
Providence 3, R. L, Walter K. R. Holm, 
Industrial Trust Bldg. 
Raleigh, N. C., William T. Beaty, Security Bank Bldg. 
Richmond 5, Va., J. Robert Nolley, Insurance Bldg. 
Rochester 4, N. Y., Robert M. Williamson, 
Lincoln-Alliance Bank Bldg. 
Rockford, lll., Francis P. Beiriger, 
Rockford News Tower 
Rutland, Vt., William C. Shouldice, Mead Bldg. 
St. Louis 5, Mo., Jack Hensley, 1A So. Meramec Ave. 
St. Louis 1, Mo., Stratford Lee Morton, Arcade Bldg. 
St. Paul 1, Minn., Joseph A. Diefenbach. 
Pioneer Bldg. 
Salt Lake City 1, Utah, Max S. Caldwell. Judge Bldg. 
San Antonio 5, Tex. . G. Anat Helland, 
Frost National Bank B 
San Diego 1, Calif., Alpheus 7 Gillette, 
1407 Sixth Ave. 
San Francisco 4, Calif., Edward H. Dieckhoff, 
5 Montgomery St. 
Seattle 1, Wash., Edward U. 
1411 Fourth, Ave. Bldg. 
South Bend 9, Ind., P. A. Hemeel, 527 Sherland Bidg. 
Spokane 4, Wash.. Thomas R. Carey, Med. Cent. Bldg. 
Springfield 3, Mass., 95 State St. 
Syracuse 2, N. Y., Limon E. Stiles, Heffernan Bldg. 
Toledo 4, Ohio, Floyd A. Rosenfelt, Martin Bidg. 
Utica 2, N. Y., Frank H. Wenner, 
Utica Gas & Electric Bldg. 
Washington 5, D. C., John Lister McElfresh, 
Woodward Bldg. 
— Sui, 


Wichita 2, Kan., ae 
Frank Carian, 44 West Market St. 


Banker, 


Wheeler-Kelle’ 
Wilkes-Barre, Pa., 
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Urgent Need to Keep Business Insurance 
Boom Going, Gravengaard TellsL. A. Assn. 


The present boom in business insur- 
ance throughout the country will con- 
tinue, according to H. P. Gravengaard, 
editor of Diamond 
Life Bulletins and 
author of Graven- 
gaard business in- 
surance texts and 
brochures. He told 
the annual Los An- 
geles Life Under- 
writers Assn. sales 
congress that it is 
the consensus of 
leading agents 
everywhere that 
business insurance 
will continue as a 
major field of life underwriting. 

Mr. Gravengaard, whose _ revised 
business insurance texts were recently 
published, said that there is a compell- 
ing need for business insurance, 60% 
of American business firms are as yet 
untouched by business insurance, there 





H. P. Gravengaard 


who have no business insurance have 
never heard of life insurance for busi- 
ness protection or continuance. 

The realization that men rather than 
machines are responsible for profits 
will grow as a result of high taxation, 
costly government reports and regula- 
tions and increasingly severe compe- 
tition, he said. 

Since 87% of the firms in the United 
States have less than eight employes, 
he said that in the great majority of 
cases the employer is easy to get to 
and easy to talk to. In addition, a suc- 
cessful business owner is completely 
interested in his business and always 
ready to talk about its problems. He 
may turn frigid and shut up like a clam 
when approached on personal insur- 
ance, yet abruptly show interest when 
the subject is changed to his business. 

Mr. Gravengaard warned that the 
agent must never neglect personal in- 
surance, which is, and always will re- 
main, the number one field for most 
agents, He advised the agent to serve 
in both fields. Together they can pro- 
duce an inexhaustible flow of new and 
lucrative business. 

He outlined several reasons for a 


are powerful forces behind a continued 
economic prosperity, trust officers, at- 
torneys and accountants appreciate its 
value, there is a growing realization 
that business profits are made by men 
and not machines, the business insur- 
ance premium dollar is somewhat easi- 
er to obtain, the average sale is larger 
and it is an easy approach to prospects. 

The need for business insurance is 
greater than the need for fire insur- 
ance, said Mr. Gravengaard. “A build- 
ing may never burn, but every human 
being will die.” As a matter of fact, he 
added, in most cases the need for busi- 
ness insurance is as great as the need 
for personal insurance. He concluded 
that it is not an exaggeration to say 
that most business owners today can- 
not afford to die without business in- 
surance. 

He mentioned that a recent survey 
showed that 60% of American busi- 
ness units have no business insurance 
of any type and about 40% of those 





D. J. WILLIAMS 
Pittsburgh, Penn. 


Every list of leading ONLI field 
underwriters for the past six 
years has included D. J. “Dave” 
Williams of Pittsburgh. Associ- 
ated with the pace-setting Fred E. 
Kramer Agencies of Erie since 
1946, Dave has been a consistent 
member of the Company’s Honor 
Clubs. A four-time winner of the 
National Quality Award, he has 
also kept his APP-A-Week stand- 
ing intact for six years. 
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sale and purchase agreement for part- 
ners. It avoids administration under 
state laws, which make purchase well- 
nigh impossible. It enables the survi- 
vor to obtain the business at an agreed 
price. This underwrites their business 
future and family standing in the com- 
munity because it prevents arguments 
and loss of credit and good will. 

A sale and purchase agreement pro- 
tects the heirs and insures their receipt 
of the full value of the deceased’s in- 
terest. They receive the cash without 
delay, and are free of further business 
liabilities and hazards. The agreement 
provides a guaranteed market, he said, 
and is stronger than a mere option, 
which will not protect the heirs. An 
agreement establishes a price in ad- 
vance and this price can be used for 
federal estate tax purposes. Finally, it 
guarantees the completion of their 
plans and it avoids long litigation. 

The primary advantage of key man 
insurance is that it provides cash at 
death, which is when it is needed most, 
said Mr. Gravengaard. These proceeds, 
recejved at an unpredictable future 
date, are free from federal income 
taxes, and increase the firm’s net worth 
while not increasing the value of de- 
ceased’s stock for estate tax purposes. 

During the key man’s life, the policy’s 
cash values are a yearly increasing sur- 
plus reserve. The cash assets become 
a guaranteed asset of the firm and the 
yearly increase is free from federal 
income tax. 

With key man insurance, the firm’s 
credit is strengthened and the firm’s 
suppliers are more inclined to extend 
credit. Banks are more inclined to ex- 
tend credit for expansion, emergencies 
and experiments, he pointed out. 

Collateral uses include its use as a 
retirement income for the key man. Its 
value may be used to continue the key 
man’s salary to his widow or other 
beneficiary for a reasonable period of 
time. The later payments are a de- 
ductible business expense and the first 
$5,000 of payments are tax exempt in- 
come to the beneficiary if they be made 
pursuant to a contract. The proceeds 
may be used to redeem the deceased’s 
corporate stock. 

Mr. Gravengaard warned that every 
time a sole proprietor, partner, corpo- 
ration stockholder, or key man dies 
there are two results: employes lose 
their jobs and business assets shrink 
from 50% to 90%. Since this happens 
every day all over America, it is a very 
serious matter to everyone. 

On the other hand, Mr. Gravengaard 


said that every time an agent closes 3 
business insurance case and sets up a 
sale and purchase agreement financa 
by life insurance, he provides for the 
preservation and continuation of the 
client’s business. 





Coverage for Reliefers 


The New Hampshire house has voted 
to reconsider an insurance bill preyj. 
ously killed. 

The measure would permit children 
of persons on welfare to carry policig 
of not more than $1,000 on their parents 
to help defray funeral expenses. 








DIRECT CONTRACT opportunities in 
Indiana, Ohio, lowa, Kentucky, Missouri, 
Arkansas and Mississippi. A complete 


line of: 
| F E e SICKNESS 
e HOSPITALIZATION 


Your reply held confidential. Write to: 
J. DeWitt Mills, Supt. of Agents 


MUTUAL SAVINGS 


MNtEUANCE 


e ACCIDENT 


$701 WATERMAN ST. LOUIS 12, MO. | 
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SALES POWER 


Our new rate book contains a wide variety of 
juvenile and adult policies available to meet 
any p 1, ed ional, busi estate clear- 
ance or retirement need from age 0 to 75. We are 
particularly proud of our new, forward-looking 
juvenile features: exclusive now policies developed 
from 35 years of experience in juvenile insurance 
—full benefit even if issued at age 0; dismem- 
berment and fracture and double indemnity for 
accidental death from birth, representing major 
advances in this lucrative field. 


Some open territories in Illinois, lowa, Michigan 
and Wisconsin. 


Direct inquiries, in confidence, to 
Sales Department 
FIDELITY LIFE ASSOCIATION 
A Mutual Legal Reserve Company 


Home Office—Fulton, Illinois 
Distinguished Life Insurance Service Since 1896 
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1952 Figures 
s for Wisconsin 


All figures are for ordinary unless desig- 
nated (G) for group or (1) for industrial. New 
pusiness figures include business revived and 
jncreased as well as new business paid for. 

WISCONSIN COMPANIES 
New Business In Force 





$ 

cuna Mutual 423,193 1,306,678 
15,690,319 45,081,245 
Nat. Guardian 16,811,214 126,942,646 
Ww. Mutual .. 49,815,691 604,854,533 
Qld Line Life .. 11,067,078 117,386,832 
Rural Security .. 6,377,05 19,760,453 
Waco Nat” Sesr'o1e | 44°519-068 

isconsin at. 951, 19, 
— 85,000 423,000 





OTHER STATE COMPANIES 
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ia Mutual ............. 3,867,332 31,580,175 
oe tie... 5,397,770 "437,501 
2 (G) 88,009,155 226,244,436 
Bankers, Iowa... 12,034,047 123,633,387 

hoo. ry. Bg, ans Bae 
Ben. Assn. Ry. Emp. 853, A 

( 58,500 805,500 
Men’S  ......0000 4,284,985 19,948,227 
— iG) 647,601 2,424,209 

al, TOWA  -ossesseeee 13,562,41 665, 
one Standard ........ 50,000 352,813 
- (1) 1/900 1/900 

| General esse 5,597,946 25,492,304 
Pe ‘S) aaosiis amass 

(G) ,009, 244,’ 
Conn, Mutual ............ a Perry 
Continental Assur. ... 11,455,485 260, 
(G) 19,814,049 46,607,935 
Equitable Society .... 19,086,227 185,082,944 
(G) 21,594,165 te 
Equitable, Iowa. ........ 2,340,493 140, 
Expr "Ss 20, 694,224 
Federal, Ill. 225, 1,544,503 
cou gn ‘tines thee 
jan, 064, 828, 

@ 3,000 jivens 
ae Beenie _ i 
oy Hancock _............ 9,680,193 71,442,973 

@ Seems gate 
[8 9) 3,508,. £986, ' 
Kansas City Life ......... <a ey tango aaa 
Lincoln Nat.  .....-++ 751, 753, 
4,465,040 6,123,539 
Loyal Protective 366,612 1,426,283 
Lutheran Mutual ne pape pe 
Mass. Mutual _............ 765, 668, 
1,506,496 6,667,501 
Metropolitan. _................ 44,078,141 469,347,596 
(G) a a eheaae 
(I) 16,299, 124, 
Minn. Mutua! .......... ee ieee HE 
Monarch, oe) Loin tase F 186,051 13 oes 
Mut. Ben., N. J. - ,400,. 882, 
deta ee RU ae 
Mutual Servic 672, 175, 
2,066, 4,689,71 
Mutual Trust .... 5,066,414 50,103,948 
National, Vt. 2,987,248 19,197,786 
N. Pe by or ay 
New World ........ 904, ,296, 
New York Life ich eae eg Py 
( 765, 832, 
N. Amer. Life, Il. .... 6,187,612 31,491,410 
N. Amer. Acc. ............ 51,5 296, 
N. Amer. L. & C. aes — yon 
(G) 156,000 525, 
Occidental, Cal. Vai ao Herc 
(G) 0 443, 
Old Rep. Credit ............ 48,670,513 er 
CG). Lissa 657 
Paul Revere ...........0006 «+ 1,294,256 9,073,625 
Penn Mutual ‘ae 63.974.799 
enn Mutual ................ 255,41) 074, 
Phoenix Mutual ............ 3,748,405 28,902,714 
Provident L. & A. a eames 22,715,018 
(G) 000 
Provident Mut. ............ 1.608,937 18,732,268 
Prudential  ................0 69,062,921 604,117,141 
(G) 37,163,456 196.699,096 
{I) 12,008,296 207,341,482 
Security Mut., N. Y. 3,840,583 15,481,793 
State Mutual , beyond 1,889,000 
e Mutua -430 3,437,578 
927,788 1,691,683 
Travelers 6,630,401 75,134,566 
thin Labo maa ee 
ion Labor A 165,162 
' 10.670,250 24,997,150 
Union Mutual 1,587,494 5,020,700 
15 Aas Re (Semen exes 1.105.500 
al bone aaa ena 
utual . A A 
Washington Nat. ........ 5,194,5: 44,456,186 
a 9,497,147 
300 39,077 
Woodmen Central ........ 970,795 971,125 
sad (G) 86,000 66,000 
b> aaresaem ory eb | a 1,000 
8, 
Total Ord. '52 . ‘Bi 4,203,622-008 
Total Group ’5: 281,715,163 1,295,103.078 
Total Ind 52 31,855,155 463,494,243 
All Classes ’52 824,077,899 6,042,219,329 
cotet Ord. ’51 ..... 456,186,375 3,944,492,258 
on Group '52 an 832,411 1,078.612,250 
ane Ind. ’51 ......... 32,706,431 453,703,988 
Il Classes .............. 755,725,016 5,476,808, 496 
FRATERNALS 
Aid Assn., Lutherans 16,393,025 158,623,645 
Catholic Family ............ 3,361,595 27,785,280 
Sathotie K. of Wis. Statement not yet filed. 
mployes’ Mutual ........ 8 33,935,680 
31,988,394 
1,866,918 
007, 
2,807,983 
956,039 
1,640,000 
37,871,245 
848,504 
2,030,016 
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. $ 
Danish Brotherhood .... 13,500 . 
Honor Protec. Assn. .... 249,079 2,392,085 
Fidelity Life ................. 114,290 11,759,833 
Catholic Slovak Ladies 126,554 1,498,928 
Catholic Slovak Union 145,950 1,229,114 
Carniolian Slov. Cath. 133,200 2,369,050 
Greater Beneficial .... 365, 1,018,150 
Knights of Columbus 1,456,220 19,552,925 
Lutheran Brotherh’d 6,069,833 46,576,7: 
M. b 714,685 6,009,246 
Modern Woodmen ...... 2,600,114 27,387,986 
Polish Nat. Alliance 580,899 7,908,668 
Polish Catholic Union 361,168 2,950,982 
Polish Women’s Alli. 99,550 1,641,134 
Royal League ............ 21,528 823,585 
Royal Neighbors . 1,706,774 30,748,573 
Slovak Catholic ... 76,00 1,106,000 
Slovak Gymnastic 54,100 647,071 
Slovene Nat. Ben. Soc. 42,750 1,735,167 
Sons of Norway . 56,950 1,574,663 
W. Bohemian ..... 614,673 9,133,084 
Woman’s Ben. Asn. .... 153,478 3,306,255 
Women’s Ca. Foresters 1,336,873 17,077,629 
Sup. Forest Woodmen 857 795 


84,212 2,411,990 
70,667,885 567,624,536 
56,547,775 580,986,308 


Woodmen of the W.L.I 
Total Ord. 52 
Total Ord. ’51 .. 








Would License Savings Bank 


A bill submitted to the Rhode Island 
senate would permit savings banks in 
the state to sell over the counter life 
insurance policies up to $5,000. Banks 
installing insurance departments would 
be compelled to keep insurance funds 
separate from their banking funds, and 
they cannot solicit business. 

Another bill would authorize Puritan 
Life to sell real and tangible property 
and to increase capital stock from 
$100,000 to $150,000. 


Life Insurance Most Widely 
Held, Least Understood 


Investment, Says Woodson 


NEW YORK—Characterizing life in- 
surance as “the most widely held and 
the least understood investment in 
America”, B. N. Woodson, managing 
director of National Assn. of Life Un- 
derwriters, gave the Advertising Men’s 
Post of American Legion a dynamic 
25 minutes of what life insurance does 
for the individual and for the economy. 

After a simplified description of the 
insuring process, Mr. Woodson said that 
life insurance might better be called 
“time insurance” or “earning-power 
insurance”, since it is intended to cover 
the money the insured would have 
earned in the next 30 years or so aside 
from his own living costs and income 
taxes. 

On the economic side, Mr. Woodson 
said that because of high income tax 
rates it is more and more important 
that there should be a pool of capital, 
such as life insurance provides, to fi- 
nance expansion in industry and pub- 
lic works. He cited the New Jersey 
Turnpike, financed by life insurance 
companies to the extent of $220 million. 


He called life insurance an ‘economic 
gyroscope,” offsetting the worst ef- 
fects of depression and boom times. He 
stressed the part of life insurance in 
lessening the number of families that 
have to be broken up and parceled out 
among relatives because there was not 
enough life insurance to enable them 
to be kept together. He pointed out that 
there is less drain today on young 
people to pay for the support of their 
parents and other older relatives. 


Mr. Woodson was introduced by 
John Brady, New England Mutual 
Life, long active in the post. 


Barlow, Tierney Appointed 


Lafayette Life has appointed Verne 
E. Barlow and John Tierney as gen- 
eral agents at Flushing, O., and Ran- 
toul, Ill, respectively. Mr. Barlow 
formerly was with Central Assurance 
and Mr. Tierney went with Lafayette 
Life from International Fidelity of 
Dallas. Both are veterans. 


Debit Agents Reject Union 

Virginia debit agents of Quaker City 
Life have voted, 61 to 29, against ac- 
ceptance of the A. F. L. Insurance 
Agents Union as bargaining repre- 
sentatives. 
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Associates: Continental Assurance Company 
Transportation Insurance Company 
Catastrophe 

Medical Coverage 
Hospitalization .. . 
Individual & Family 
Aviation & Travel 
Accident . . World-Wide 
Unusual 

and Extraordinary 
Special Risks 

A&H Income 
Protection... 
Even for Life 


you give maximum service. 


anywhere ... under one roof. 


A limited range of coverages limits your ability to serve 
your clients as completely as they demand. Only 
with a complete line of Life and A&H protection can 


Continental Casualty offers the most complete line of 
accident-health & hospitalization coverages available 


That's why more and more life insurance men are 

turning to Continental for the full range of A&H coverages 
that makes their service to clients complete. New 
opportunities await you, too, in our “Department Store 

of A&H&H". Write or phone today for our full story. 


America's ONLY Department Store of A&H&H Insurance 


Continental 
Casualty 
Company 


310 S. Michigan Ave. 
Chicago 4 
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McLain Asks Complete 


Revision of Section 213 
(CONTINUED FROM PAGE 1) 
companies, for there are other laws al- 
ready in effect to take care of these two 

objectives. 

In the efforts at revision since 1948, 
there have been two main obstacles in 
the way of a statesmanlike solution to 
the problem, according to Mr. McLain. 
First, it has been difficult for a few in- 
dividuals to recognize the exent of the 
shortcemings of the law. In some cases 
this results from past association with 
the development of section 213 and in 
other cases from the mistaken belief 
that section 213 is the product of the 
Armstrong committee and is therefore 
sacred. 

Secondly, Mr. McLain points out, 
there has been the fear of change with 
which the forces of progress must al- 
ways contend. 

“While these are major obstacles, 
they must not be permitted to stand in- 
definitely in the way of a sound revision 
of the law,” he declared. 

Mr. McLain points out that only New 
York and Wisconsin have expense limi- 
tation statutes for life companies and 
only New York has the “inside” limi- 


tation and elements of discrimination 
against small companies which have 
caused such widespread dissatisfaction. 

“It is surprising,” he observed, “that 
the few representatives of companies of 
other states who loudly support section 
213 in its present form for New York do 
not urge a similar law for their own 
states.” 

As for the “mistaken belief” that the 
present law should be regarded as 
sacrosanct because of being the handi- 
work of the Armstrong committee that 
framed the first expense limitation law, 
Mr. McLain said that those who support 
section 213 in its present form for this 
reason should read the original section 
97 which the Armstrong committee pro- 
posed and which became law. 

“It was a simple law, direct and un- 
derstandable,” he said. “It bore little 
resemblance to section 213. Most of the 
complications and obscurities of sec- 
tion 213 stem from subsequent amend- 
ments and revisions, particularly the 
1929 revisions. The proposed 1953 
amendment, as already noted, will add 
more complicated language and further 
obscurities. Section 97, as written by the 
Armstrong committee, sought to control 
the expense element in the cost of life 
insurance directly, without overlapping 
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Fifty-Ninth Year of 


Dependable Service 


* The State Life Insurance Com- 
pany has paid $183,000,000 to 
Policyowners and Beneficiaries since 
organization September 5, 1894... 
The Company also holds over 
$80,000,000 in Assets for their bene- 
fit . . . Policies in force number 
103,000 and Insurance in force is 
over $220,000,000 . . . The State Life 
offers splendid agency opportunities 
—with liberal contract, and up-to- 
date training and service facilities— 
for those qualified. 
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and conflicting controls. That committee 
did not inflict section 213 on the life 
insurance business.” 

Mr. McLain holds that even with the 
1953 amendment the law still contains 
four serious defects: 

I. The law discriminates against the 
general agency system and favors the 
salaried managers system for the fol- 
lowing reasons: 

a. The general agent is not permitted 
to participate in expense savings to the 
company from the economical operation 
of his company, while such participa- 
tion is permitted to the salaried man- 
ager. Enforcement of this discrimination 
requires a complicated and _ illogical 
voucher system which itself is based on 
regulations rather than law. Further- 
more, enforcement of the voucher reg- 
ulations is without regard to the con- 
tract rates of commissions and collec- 
tion fees, with the result that a voucher 
is required or not required, depending 
on what name the company chooses to 
give to the payment. In the interest of 
both the policyholders and the com- 
panies it would be desirable to permit 
each type of agency manager to have a 
financial interest in the economical op- 
eration of his agency. 

b. The rates of compensation which 
may be allowed an individual general 
agent are limited, but not so for an in- 
dividual salaried manager. The general 
agency system has proved to be the 
more economical for small companies 
and yet the law encourages those com- 
panies to use the salaried managers 
system. A just law would give equal 
treatment to all types of agency man- 
agers. 

II. The law discriminates against 
small and medium sized companies and 
favors large companies for the follow- 
ing reasons: 

a. The agency and total expense fac- 
tors in the statute do not follow the 
actual incidence of expense. Too much 
weight is given to old business and too 
little weight to new business. This 
favors the large companies with their 
larger volume of old business in rela- 
tion to new business. 

b. The small company allowance dis- 
appears entirely for companies of $500 
million or more insurance in force. A 
$500 million company, a small company 
by today’s standards, should have less 
restrictive limitations than those apply- 
ing to much larger companies. The in- 
flation has made the $500 million limit 
totally unrealistic. 

III. The law is unfair to agents be- 
cause it limits their compensation rates 
in such a complicated way that they 
cannot know what the limit is. 

If the state of New York chooses to 
limit the compensation of agents, it has 
the duty to state the limit clearly and 
understandably. The combination of 
controls in the present law makes the 
actual limit obscure in the extreme. 
Furthermore, the nature of the controls 
is such that one would permit a com- 
pany to adopt an agents’ contract which 
will result eventually in violation of 
another. 

Agents generally are not informed of 
the devices which are possible under 
the law and which make the limit on 
their compensation even more obscure. 
The graded maximum commission scale 
for general agents is considered to in- 
clude the cost of all security benefits for 
agents and general agents. However, 
from the standpoint of the law, there is 
nothing to prevent the company from 
changing general agents’ contracts to 
salaried managers’ contracts under 


which salaries paid may exceed the 
equivalent of the salary under the gen- 
eral agents contract. By such a proce- 
dure commission margins spring into 
being by the simple expedient of in- 


—< 


creasing expenses. 

This must, indeed, be mystifying ty 
those unfamiliar with the absurditie, 
of the law. Another way to create com. 
mission margins is to reduce overridi 
commissions, say from the 11th to the 
15th year, and increase collection fee, 
or expense allowances. The situation 
under which a company operating with 
low cost agency contracts may haye 
insufficient margins for security bene. 
fits, while a company operating with 
high cost salaried managers contracts 
has ample margins for this purpose, js 
manifestly unfair. 

IV: The language of the law is com. 
plicated and obscure. 

If anyone doubts this statement he 
should read the law and refer to testj. 
mony given before the Mahoney and 
Condon committees. The 1953 amend. 


ment will make the law even mor | 


complicated and obscure. Section 9 (aa) 
of the amendment will be without 
meaning until the superintendent of in. 
surance decides which of the possible 


interpretations he intends to place on | 
it. Its lack of clarity is perhaps the one © 
thing that recommends it for inclusion © 


in this statute. 


The industry committee of which Mr. | 


McLain was chairman prepared a com- 


er 





plete revision of section 213, known as 
article IX-F, for the consideration of 
the Condon committee, and Mr. McLain 


along with other members of the L.I.A- © 
A.L.C. committee, participated in the ~ 


public hearings on the bill held in No- © 


vember, 1951 and February, 1952. 


L.I.A.M.A. Unit to Hear 
Executive from Belgium 


Raymond Julian Lemaire, vice-pres- 
ident of La Prevoyance Sociale, Brus- 
sels, Belgium, will be guest speaker at 
the combination companies conference 
of L.I.A.M.A., to be held April 20-22 
at the Plaza hotel, New York City. 
oo 50 companies will be represent- 
ed. 

Mr. Lemaire now is_ attending 
L.I1.A.M.A.’s 115th school in agency 
management at Savannah, Ga. He be- 
gan in the business with La Prevoy- 
ance Sociale in its accident and auto- 
mobile department and was _ subse- 
quently promoted to superintendent of 
life, fire and accident. He was named 
one of three members of the executive 
committee of the International Rein- 
surance Bureau of the International 
Cooperative Alliance at the time of 
its creation. 

His talk before the New York con- 
ference will be on “The American 
Agency System Comes to Belgium.” 








Mowrey New FTC Chairman 


WASHINGTON—Edward F. Mowrey 
of Washington, D. C., has been con- 
firmed by the Senate as successor to 
former Federal Trade Commissioner 
John Carson, and has been designated 
by President Eisenhower as chairman 
of the commission, succeeding James 
M. Mead, who resigned as chairman, 
though not as a member. Lowell Ma- 
son, the only Republican member who 
has had any experience on the com- 
mission, had been boosted quite strong- 
ly for the chairmanship. 





To Form Life Supervisors Assn. _ 

Life Supervisors Assn. of Buffalo is 
now being organized, with the first 
meeting planned for May. Edgar A. 
Spicher, assistant manager of New 
York Life there, is temporary chair- 
man until officers are elected. 





e Donald M. Baxter has been promo- 
ted to assistant manager of the per- 
sonnel division of Jefferson Standard 
Life. He joined the company in 1940 
and after military service, in 1946 was 
promoted to assistant manager of the 
premium auditing division. 
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No Practical Substitute 
for Exclusion Clause When 
War Is Imminent: Phillips 


NEW YORK—Use of exclusion 
clauses seems to be the only practical 
treatment to offset excessive mortality 
from war deaths when the war hazard 
js sufficiently great or is relatively 
jmminent, said J. T. Phillips, vice- 
president of New York Life, in a paper 
resented at the eastern spring meeting 
of the Society of Actuaries. 

Mr. Phillips presented an analysis 
of military combat mortality and out- 
lined an approach to the underwriting 
of military risks based on the mortality 
statistics he obtained. He said that 
in the Korean war, thus far, the com- 
pat death rates for all branches of 
service combined were about half those 
for the second world war, although 
there are marked variations by branch 
of service. Statistics for his own com- 
pany showed evidence of selection 
against the company during the first 
year of the Korean war. 





Wins President's Cup 


The Marshall general agency for 
Bankers Life of Nebraska at Fairbury, 
was awarded the company’s President’s 
Cup for “excellence in production and 
agency management.” The award, also 
tendered for quality business, average 
size policy, and percentage of produc- 
tion from old and new agents, was pre- 
sented at a gathering of the company’s 
general agents advisory committee at 
Lincoln. 


Douglas Is Okla. President 


W.L. Douglas, manager at Oklahoma 
City for Republic National Life, was 
elected president of Oklahoma Assn. of 
A. & H. Underwriters at a meeting at 
Oklahoma City. Vice-president is 
James R. Fitzgibbon, Standard Life & 
Accident; secretary, Tom R. Costello, 
Washington National. 


President Douglas announced a 
three-phase program for the coming 
year as follows: Increased member- 
ship, increased attendance at regular 
monthly meetings by a series of strong 
programs, and a Disability Insurance 
Sales Course to be held at Oklahoma 


City. 


Ten Win C. L. U. on Meeting 


Experience Requirement 


Ten additional C.L.U. designations 
have been awarded to persons who 
previously completed all examinations 
and who now meet the experience re- 
quirement. This brings the total desig- 
nations awarded to 4,486. 

New designees are Maj. James D. 
Barnett, Mutual Benefit Life, Falls 
Church, Va., now on military leave; 
Thomas F. Cadwalader, Jr., Penn Mu- 
tual Life, Baltimore; Menard Doswell, 
III, Lincoln National Life, Washington; 
Standley W. Kaplan, assistant man- 
ager, Metropolitan, Plainfield, N. J.; 
William H. E. Marshall, Northwestern 
Mutual, Charleston, W. Va.; Terrance 
H. McCarville, John Hancock, Buffalo; 
Clark E. Nixon, New England Mutual, 
LaCrosse, Wis.; Philip C. Pratt, Great- 
West Life, Winnepeg; Charles A. Reid, 
Jr., broker with Wallace M. Reid & Co., 
Pittsburgh and Robert B. Whited, 
Berkshire Life, Indianapolis. 


Chestnut Richmond Speaker 


John Chestnut, home office claims 
examiner of Mutual Benefit H. A., dis- 
cussed “Claims and Public Relations” 
before Richmond Assn. of A, & H. Un- 
derwriters. 











C.L.U. Forum Postponed 

The annual forum on current econ- 
omic and social trends, sponsored by 
the New York C.L.U. Chapter, will be 
held May 28. The general subject will 
be “Problems of Retirement.” John T. 
Scott is general chairman. 


Policy-Making Jobs in New 
U. S. Department Cleared 
from Civil Securities 

WASHINGTON—With the Eisen- 
hower plan to create a department of 
health, education and welfare given 
Senate approval, the civil service com- 
mission reportedly has cleared the way 
for prospective Secretary Hobby to 
put her own people in six policy-mak- 
ing positions. 

These are two assistant administra- 
tors (of FSA) who are expected to 
become assistant secretaries of the new 
department; general counsel, and di- 
rectors of the offices of international 
relations, federal-state relations, and 
field services. 

Senator McClellan, Arkansas, former 
chairman of the committee on govern- 
ment operations, cast the only vote 
against the Eisenhower plan because 
the resolution of approval provides the 
plan shall become effective in 10 days. 

Meanwhile, the President was ex- 
pected to ask Congress shortly for leg- 
islation creating a commission to study 
federal-state relationships in social se- 
curity, grants in aid, medical programs 
and taxation. 


Hear M.D. at San Antonio 


Dr. Jack Heaney was speaker at the 
March meeting of San Antonio Assn. 
of A. & H. Underwriters. He stressed 
the necessity for closer cooperation be- 
tween doctors and the insurance peo- 
ple, and mentioned a number of areas 
in which there is misunderstanding 
and conflict. 


4 Staff Managers Named 


Four staff managers have been 
named for west coast districts by Pru- 
dential. Appointments include William 
R. Settles, Cabrillo district, San Diego; 


R. H. McLaughlin and Ronald D. Pet- 
erson, Mount Hood district, Oregon, 
and Paul E. Tuck, Yakima district, 
Washington. 

Mr. Settles joined Prudential as an 
agent at San Diego in 1947. Mr. Mc- 
Laughlin went with the company in 
1928 at the Quincy district office and 
was transferred to Mount Hood in 
1951. Mr. Peterson joined the company 
in 1950. Mr. Tuck joined the company 
at the Mile High office in Denver. 


Book Stresses Need for 


Educational Insurance 


Harian Publications of Greenlawn, 
N. Y., has brought out “How to Afford 
That College Education...and Where 
to Study,” a book that provides a 
wealth of specific information on col- 
leges and cost of attending them. There 
is a section on the use of life insurance 
in financing the education of a son or 
daughter. 

The book is recommended for pros- 
pects for educational insurance. It sells 


for $2 


To Discuss Pre-Training 


David S. Kamp, general agent at San 
Francisco for New England Mutual, 
will discuss methods he has used in 
the pretraining of new men at a lunch- 
eon of San Francisco General Agents 
& Managers Assn. Monday. Many of 
Mr. Kamp’s methods have been adopt- 
ed by his company’s agencies. 


To Elect at Buffalo 

Western New York A. & H. Assn. has 
scheduled its annual meeting for April 
6 at Buffalo. The nominating committee 
has recommended Howard A. Potter 
for president; Charles E. Hogg for 
vice-president; James A. Cormack, 
secretary, and James Lostus, trea- 
surer. Charles J. Burke and Eli H. 
Frankel are slated to be elected di- 
rectors for three years. 
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Jefferson Standard agents are recognized as “Mr. 4%.”’ 


This is because Jefferson Standard has never paid less than 4% interest on policy pro- 


ceeds left on deposit to provide income—the highest rate paid by any major life insur- 


ance company. 


An aggressive sales promotion program on the National and Local levels has established 


the Jefferson Standard agent firmly as Mr. 4% .. . to pave the way for easier sales and a 





greater sales-average per prospect interviewed. 


Jefferson Standard offers more . . . our agents receive consistent, aggressive, per- 


sonal support. Full details on Jefferson Standard’s wide range of plans and selling 


aids are available on request. 


HOME OFFICE: 


Jefferson Standard LIFE INSURANCE Co. 


GREENSBORO, N.C. 
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Object Lesson from Bound Brook, N. J. 


For every line of business there is 
a lesson in how the town of Bound 
Brook, N. J., solved the problem of its 
flooding underpass after putting up 
with it for 30 years. 

Thirty years ago the borough in- 
stalled a drainage pump to prevent the 
flooding of an underpass on the main 
thoroughfare. This flooding happened 
every time there was a heavy rain and 
the hope was that the pump would at 
least keep the road passable, if not 
entirely free of water. But flooding 
continued just as bad as ever. 

The citizens, quite understandably, 
got so tired of this that they finally 
decided they wanted a new underpass 
or a modern drainage system even 
though it would cost several thousand 
dollars. But in the course of his re- 
search on the subject, Borough Engi- 
neer Wallace Graves discovered that 
because the pump valve had a left- 
hand thread, workmen for 30 years 
had been turning the valve the wrong 


way, drawing water into the street 
from the Raritan river, rather than 
pumping it out into the river, which 
was the original intention. 

Not often does so little research show 
such spectacular results, But many an 
executive, even while chuckling over 
Bound Brook’s wrong-way drainage 
pump that made things worse instead 
of better, must wonder uneasily how 
many such mistakes are going on in 
his own domain—activities producing 
just the reverse of the wanted result 
when a little investigation would get 
things moving in the right direction. 

Often this sort of wrong-way Cor- 
rigan activity is as completely un- 
noticed as the wrong-way flow of river 
water into Bound Brook’s underpass. 

The Bound Brook incident is an- 
other reminder that the concept of do- 
ing something “because we’ve always 
done it that way” can lead to some 
ludicrous situations that until they are 
uncovered can be costly and needless. 


The G.A.M.C. Extends an Invitation 


The special invitation that the Gen- 
eral Agents & Managers Conference of 
the National Assn. of Life Underwrit- 
ers has extended to all agents to attend 
the sessions of the G.A.M.C. at the mid- 
year meeting of N.A.L.U. in Chicago 
this month is a healthy sign and should 
serve to dispel any lingering concern 
that some have felt about the confer- 
ence going off on its own as an autono- 
mous unit. 
~ The conference has worked up a full 
and worthwhile program for its ses- 
sions. Some of the events will be of as 
much interest to agents as to managers 
and general agents. Quite possibly 
many agents will be interested in sit- 
ting in on the other deliberations of the 
conference. For one thing, attendance 
at these sessions is bound to convince 
anyone that the general agents and 
managers are working in the interest 
of the business and have no thought 
of working to promote management in- 
terests against those of the soliciting 
agents. 

It seems almost too obvious to re- 
quire mentioning that the more that 
field managers know about doing their 
jobs more effectively, the better job 
they will be doing in the agent’s be- 
half. The enlightened general agent or 
manager doesn’t get ahead by thinking 
up ways to put one over on his agents. 
On the contrary, his own success is 
almost necessarily a reflection of the 
success of the agents in his organiza- 


tion. 

It is to be hoped that as many as 
possible of the agent members of N.A.- 
L.U. will avail themselves of the con- 
ference’s invitation. 

Incidentally, this mention of the 
open-door policy of the General 
Agents & Managers Conference is not 
meant in any way as a dig at the 
agents’ forum to be conducted at the 
mid-year meeting behind closed doors, 
with no representatives of management 
allowed in. 

Undoubtedly the vast majority of 
agents would just as soon say what 
they have to say right out in front of 
everybody, including the presidents of 
their companies. But as long as there 
are even a few who feel that they can- 
not let down their hair and tell their 
right names without risking embarrass- 
ment or retaliation, it is just as well 
that this closed forum is being held. It 
seems likely that the secrecy of such 
forums will eventually give way to a 
completely open type of meeting, once 
everybody has had his say and it be- 
comes obvious that what was going to 
be so explosive that it had to be kept 
very hush-hush is really pretty innoc- 
uous after the pressure has been re- 
lieved. After all, even gunpowder isn’t 
dangerous when it isn’t being confined. 
Yet this secrecy stage is doubtless 
necessary, and a constructive move to- 
ward giving agents a feeling that they 
can say whatever they want without 


Sources of Agency Expense 
Margins of “213” Clarified: 
No Violations Involved 


NEW YORK—Some readers have 
asked how the ratios of agency ex- 
penses to agency expense limitations 
under the New York law, shown in a 
tabulation in last week’s issue, were 
derived. 

The ratios shown in the tabulation 
compare each company’s agency ex- 
penses as shown in line 45 of schedule 
Q with the amount shown on line 51, 
which sets forth what New York re- 
gards as expenses properly chargeable 
to renewal business and such first- 
year expenes as are not covered by the 
first-year expense limit. 

This is computed by a formula which 
includes such factors as 2% of renewal 
premiums, $1.25 per $1,000 of prem- 
ium-paying business in force, and $1 
per $1,000 of all business in force (in- 
cluding premium paying). The ex- 
penses in line 45 include a dozen items, 
major classes being all renewal com- 
missions, expense allowances to gen- 
eral agents, and all branch office sal- 
aries and expenses. 

A negative margin under the agency 
expense formula does not mean that 
the company is in trouble with the 
New York department, provided it has 
enough extra margin in the first-year 
expense limit, as most companies have, 
to take care of the excess above the 
amount shown in line 51 of schedule Q. 
There is no statutory or regulatory 
prohibition against exceeding the fig- 
ure in line 51 and adding the excess 
to the first year expense figure. 

The comparison of the 1952 ratios 
with those shown for 10 years earlier 
indicates how the margins available for 
agency expense have been squeezed 
by inflation, forcing quite a few com- 
panies to invade their first-year ex- 
pense margins to take care of operating 
expenses incurred to a large extent for 
business already on the books 


Chambersburg Takes Prize 


The Chambersburg, Pa., district of 
Baltimore Life has won the company’s 
“Burns Award” for 1952. The award 
is based on quality and quantity of 
business written. Manager at Cham- 
bersburg is Lewis E. Mohler. 

Placing second among Baltimore 
Life’s agencies for 1952 was Baltimore 
a #4, and Philipsburg, Pa., was 
third. 





reservation. 

The only unfortunate aspect of it 
would be that it might seem to be at- 
tempting to be a counterpart of the 
General Agents & Managers Confer- 
ence. There have been a few indica- 
tions that some agents felt that if the 
general agents and managers were 
going to have their unit then the soli- 
citing agents should have their unit. 
Any such attitude as that reflects a 
gross misconception of the purpose and 
function of the G.A.M.C. The more 
agents there are on hand for the ses- 
sions of the G.A.M.C. at Chicago, the 
more clearly the work of the G.A.M.C. 
will be understood by the soliciting 
agents. 


PERSONALS 


Foster A. Vineyard, partner in pee 
Campbell & Vineyard general a 
at Little Rock for Aetna Life, has bee, 
elected president of the board y 
trustees of Little Rock Junior co! 
He is also a member of the Little Rog 
school district’s board of education, 


Edmund Fitzgerald, president 4 
Northwestern Mutual and chairman y 
Institute of Life Insurance, appeary 
on the DuMont-TV program, “Me 
the Boss,” and was interviewed 
various aspects of life insurance. 


George B. Butler, life insurang 
commissioner and chairman of th 
Texas board of insurance commission. 
er, is again at his office daily. As th 
result of a relapse from influenza, lk 
spent several weeks in the hospity 
and under the care of the doctor, by 
has been assured that if he takes th 
proper amount of rest there will be nm 
serious results. 








Robert L. Morgan, assistant manager 
of the New England group office fo 
John Hancock with offices in Lay. 
rence, Mass., visited the White Houg 
Wednesday to discuss with President 
Eisenhower the unemployment prob- 
lem in the Bay State city. Mr. Morgan 
is chairman of the Greater Lawrence 
Industrial Development Committee. 


John A. Lloyd, Jr., son of the vice. 
president of Union Central Life at 
Cincinnati and former Ohio insurance 
superintendent, passed the Ohio bar 
examination last week. 


Jean Corcoran, daughter of Charles 
R. Corcoran, newly elected 2nd vice- 
president of Equitable Society, has en- 
tered the Hospital for Special Surgery, 
321 East 42nd street, New York City, 
for a lengthy stay. She is to undergo 
orthopedic surgery, an aftermath of 
the serious polio attack suffered sev- 
eral years ago. 


Harry Pollack, manager of Occiden- 
tal Life of California at Cleveland, is 
again producing a children’s program 
over radio station WGAR there. Mr. 
Pollock, along with his late wife, had 
produced the program for some seven 
years, but suspended it following her 
death last month. Because of listener 
demand, however, Mr. Pollock decided 
to resume the program. 


Howard J. Tobin, vice-president in 
charge of the mortgage loan depart- 
ment of Northwestern Mutual Life, has 
contributed a chapter to a new book 
on mortgage banking. The book, ac- 
cording to Mortgage Bankers’ Assn. of 
America, is descriptive of all phases 
of mortgage banking. His chapter is 
about office building loan underwrit- 
ing. 


Helen Olson, editor of Pacific Mutual 
Life’s “Home Office News,” has been 
acknowledged Editor of the Year by 
Los Angeles Community Chest for her 
promotion of the organization’s 1952 
fund drive. 
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FRED A. HOWLAND, 88, who re- 


tired in 1950 as chairman of National 
Life of Vermont, died at his home in 
Montpelier, Vt. He had joined the 
company as counsel nearly 50 years 
ago. He was president for 21 years be- 
fore he became chairman. 

As recognition for his fight against 
the formula worked out by insurance 
pusiness leaders and Treasury depart- 





FRED A. HOWLAND 


ment for calculating income taxes im- 
posed on insurance companies in the 
1920s, Mr. Howland served as chair- 
man of the Life Presidents Assn., pre- 
decessor of Life Insurance Assn. of 
America. 

A graduate of Dartmouth College in 
1887, he received honorary degrees 
from University of Vermont and Mid- 
dlebury College. Before he entered the 
insurance business, he was an attor- 
ney. He retired in 1950. 


EARL M. RICE, 59, top producer of 
New York Life at Delavan, Wis., died 
in an auto collision which took three 
lives near Whitewater, Wis. 


E. M. MOORE, 45, manager at 
Wheeling, W. Va., for Provident L.&A., 
died there following a heart attack. 

JOHN J. JOYCE, district manager of Penn- 


sylvania Life, Health & Accident at Scranton, 
Pa, died after a short illness. 





e United States Life has named seven 
new board members. 


Several Changes Set 
for Life Blank 


NEW YORK—The life subcommittee 
of the commissioners’ blanks committee 
under Chairman Russell Hooker of 
Connecticut adopted a recommendation 
to use the life blank for those com- 
panies writing A.& H. only, at the meet- 
ing of the two committees here. Here- 
tofore such insurers have been report- 
ing on the casualty blank. 

This action and others taken by the 
life group were expected to be ap- 
proved by the blanks committee before 
the meeting here was concluded. Other 
actions by the life committee include: 

In the policy exhibit, companies have 
been showing interest and other in- 
come (such as rents) as a ratio to in- 
vested assets, but there has been a 
difference of practice between the com- 
panies. Some have allocated federal 
income tax to investment income and 
some to insurance. A standard foot- 
note was adopted which will require 
the showing of a ratio of interest and 
other income to invested assets before 
the tax. The companies can continue to 
show the ratio either way, but the 
footnote will provide one showing that 
is uniform. 


In the policy exhibit another change 
calls for showing a breakdown of bona 
fide ordinary new business issued dur- 
ing the year as distinguished from new 
business including reinsurance as- 
sumed on individual policies. Hereto- 
fore the two have been shown together. 

Schedule H will have a complete 
new set of instructions on the comple- 
tion of various items. This will provide 
a more refined analysis of A. & H. busi- 
ness, into hospitalization, etc. There has 
been such a schedule for several years 
but a set of instructions has been lack- 
ing. 

In the A.&H. claim block, com- 
panies will now compute future con- 
tingent benefits for deferred maternity, 
etc. 

In the A.&H. experience exhibit, 
which is a one page showing of experi- 
ence on individual policy forms, a foot- 
note should now settle the argument as 
to what detail is to be included. This 
footnote reads “experience for individ- 
ual combinations of coverage with a 
premium volume of less than 5% of 
the total for the schedule form policy 
may be merged and reported on a 


single line.” 

The fraternal subcommittee under 
Richard McGovern of Rhode Island 
was expected to adopt the proposed 
new annual statement blank for fra- 
ternal reporting, and the blanks com- 
mittee was expected to okay it for use 
for this year. Only minor changes were 
made in the sessions here. Previously 
the draft of the blank had been seen 
by commissioners and the business for 
general acceptance. 

Walter Robinson of Ohio, chairman 
of the blanks committee, presided at 
the sessions. Someone noted that the 
blanks committee had held all of its 
sessions since it was organized in 1870 
in New York City, 83 years. The com- 
mittee probably has more continuity 
than any other N.A.I.C. unit. 





Management Assn. to Run 


Panel on Hospitalization 


NEW YORK—A panel on “Improve- 
ments in Hospitalization Coverages” 
will be a feature of the American Man- 
agement Assn. insurance conference to 
be held at Hotel Statler, New York 
City, May 18-20. The panel will take 
place May 19 and will occupy the en- 
tire afternoon session. A group of 
speakers will compare the newest plans 
being offered for basic hospitalization, 
medical, surgical and catastrophe cov- 
erages. 

Frazier Wilson, insurance manager of 
United Air Lines, will discuss basic 
hospitalization coverages from the buy- 
er’s viewpoint. Vice-president Frank 
Van Dyke of Associated Hospital Serv- 
ice of New York City will talk on the 
advantages of Blue Cross and Blue 
Shield. A representative of the Health 
Insurance Council will tell what the 
council is doing to help insurers im- 
prove coverages and their value, and 
bring about better relations between 
the public and the insurance industry. 
Paul E. Britt, 2nd vice-president of 
Connecticut General, will discuss the 
advantages of insurance company cov- 
erages. 





Shreveport Wins 2nd Time 


Republic National’s “Agency of the 
Month” award has gone to Shreveport 
for the second consecutive time. Both 
awards have come during the com- 
pany’s production contest, the Silver 
Jubilee Marathon, marking Republic 
National’s 25th anniversary. January 
and February output this year has top- 
ped all previous records. 


April National 
Advertising Listed 


Following is the national advertising 
which life companies have reported for 
April issues of the publications listed. 
Where no date is indicated the publi- 
cation is a monthly magazine. 

Bankers Life—Better Homes & Gar- 
dens; Country Gentleman. 

Business Men’s Assurance—Success- 
ful Farming. 

John Hancock—Life, April 6; News- 
week, April 13; U. S. News & World 
Report, April 10. 

Lincoln National—Better Homes & 
Gardens; Saturday Evening Post, April 
18. 

Massachusetts Mutual—Saturday 
Evening Post, April 25; Time, April 6. 

Mutual Benefit Life—Fortune; Sat- 
urday Evening Post, April 18; Scholas- 
tic Magazine, April 1, 15, 29. 

Mutual of New York—Collier’s, April 
25; Life, April 13; Newsweek, April 6; 
Saturday Evening Post, April 18; Time, 
April 6. 

National Life of Vermont—Nation’s 
Business; Newsweek, April 6. 

New England Mutual—Business. 
Week, April 11; Newsweek, April 6; 
Saturday Evening Post, April 18; Time, 
April 27; Wall Street Journal, April 7; 
31 college alumni magazines. 

New York Life—Country Gentle- 
man; Dun’s Review; Life, April 20; 
Look, April 7; Successful Farming; 
Time, April 20; U. S. News & World 
Report, April 3. 

Northwestern Mutual—Newsweek,. 
April 13; Time, April 27. 

Penn Mutual—Saturday Evening 
Post, April 25. 

Phoenix of Connecticut—Coronet;. 
Look, April 21; New York Times, April 
12 


Prudential Sunday magazines (97 
papers) through This Week, Parade 
and independent Sunday magazines, 
April 12. 

Security Mutual—Dun’s Review, Ap- 
ril 10. 


Continue Life Assessments 


HARRISBURG—The Pennsylvania: 
legislature has passed a measure to. 
continue present assessments on state: 
life companies to defray part of the 
expenses of the committee on valua- 
tions of securities of National Assn. of 
Insurance Commissioners. The vote: 
was 47-0. 
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OPPORTUNITY 


Win 


OPENED 10 


MEN WITH VISION 





. And 
Opportunity 
is Calling 
You 
Today ! 


@ THE SANTA FE TRAIL, the famous and historic roadway 


to the Southwest; traversed by thousands of far sighted 


pioneers was an outstanding symbol of American's deter- 


mination for growth and progress. 


Today, National Reserve Life, travelling a broad highway to 


achievement and growth through its big expansion program, 


invites inquiry from men who feel they are qualified for 


General Agency responsibility. Get the facts—and be ready 


to blaze your way to future success with National Reserve, 


‘Strong as the Strongest—Enduring as Rushmore." A profit- 


able and pleasant future is assured those joining our rapidly 


growing Field Force Family—on a career basis of General 


Agency opportunity. 


S. H. WITMER, Chm. of the Board 
H. O. CHAPMAN, Pres. 


CHANGES 





Eliason Monarch Life 
Seattle General Agent 


Conrad J. Eliason, who has been 
with the R. V. Lynch agency of Mon- 
arch Life at Minneapolis for 16 years, 
has been appointed general agent of 
that company at Seattle. He succeeds 
Clayton R. Walton, who has resigned 
to enter the national sales field in the 
frozen food industry. 

Mr. Eliason is a former chairman 
of the Leading Producers Round Table 
of International Assn. of A. & H. Un- 
derwriters. He served as general chair- 
man of the association’s annual meet- 
ing at Minneapolis and as president of 
the Minneapolis association. 





Penn Mutual Names Abrams 


Penn Mutual Life has appointed 
Seymour Abrams general agent for its 
new agency at 
Brooklyn. 

Mr. Abrams en- 
tered the business 
in 1940 following 
graduation from 
New York Univer- 
sity. He has held 
all executive of- 
fices of Brooklyn 





Life Supervisors 
Assn., and he is 
currently vice- 


chairman of train- 
ing for New York 
City Assn. of Life Underwriters. He is 
an army veteran. 


Seymour Abrams 





Byerly to Supervisory Post 


J. Robert Byerly, Jr., has been named 
district group supervisor at Denver for 
New York Life. Mr. Byerly, formerly 


in the group sales and service depar, 
ment of Pacific Mutual, joined jy, 
York Life last year. He is a navy 4 
corps veteran. 





Barron Appointed Manage; 


Earl Barron 
been Appointa: 
manager at Li 
Rock for Repubj 
National. In ingy. 
ance for six yeay 
Mr. Barron 
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lic National’s 
cial training schq 
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OP 4 home office it 
Sak Seiten Dallas. 
Sypal New General Agent 


Kansas City Life has appointed W, |, 
Sypal general agent for 40 Iowa coy. 
ties with headquarters at Des Moing 


Mr. Sypal has taken the L.LAM,> 


and S.M.U. courses and is an air Comps 
veteran. 





Prudential District Activity 


Prudential has appointed William ¥} 


Rachel district manager at Newar 
succeeding J. W. Garoni, who retires! 
after 41 years with the company, Th’ 
company has also realigned the follow. 
ing Massachusetts district managers 
Edward Cornell moves from Salem ty 
Taunton; George C. Smith goes ty 
Salem from Cambridge, and Ernest) 
Lacaire transfers from Taunton ty) 
Cambridge. : 





Aetna Life Promotes Moore 


Glenn B. Moore has been promoted” 
to associate general agent at Battle! 
Creek, Mich., for Aetna Life. 

Mr. Moore, formerly assistant gen- 
eral agent, has headed the Battle Creek 
office of the Grand Rapids general 
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CENTRAL LIFE ASSURANCE COMPANY 
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“LIFE INSURANCE 
IS NOT FOR EVERY MAN 


Not for the man of little faith in himself or the 
future; not for the man who does not want to 
protect his own or assure his peace of mind for 
the sunset years. 


Life Insurance IS for the man who has faith in 
himself and his future; the man who is impor- 
tant to himself as well as others; the man who 
is determined to go places and do big things, 
protecting those he loves while he is accom- 
plishing his goal. 


Nor is Life Underwriting for every man. If you 
have faith in yourself and have a burning desire 
to protect your own and see that others are 
protected, you will find Life Underwriting the 
answer. If you are that man, you will find it 
pays to be friendly with - 


PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 


AAPL 





Indiana 
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ency for several years. He joined 

the company in 1948 as representa- 
tive at Battle Creek and three years 
ago was advanced to supervisor. 





» Richard W. Schmid has been ap- 

inted agency assistant in the Detroit 
yptown branch for Manufacturers Life- 
He will assist his father, R. F. Schmid, 
pranch manager. Richard Schmid, an 
army veteran, has had six years ex- 
perience in underwriting. 





¢ The Shaff agency for United States 
Life at Mt. Vernon, N. Y., has ap- 

inted Frank E. Lawrence brokerage 
supervisor. 





e Walter H. Robbins has joined the 
Joseph D. Robbins New York agency 





"| f Manhattan Life. The agency is 

Agent | headed by his father. W. H. Robbins is 

pointed W.1, a veteran. 

10 Iowa cou. 

: Rg Moines e The Young general agency for State 
LAMA) Mutual Life at New York City has 


S an air com! 





named Philip I. Krieger brokerage 
supervisor. 








COMPANY MEN 


Pacific Mutual Life Elects 


T. L. Lowe Vice-president 


Thomas L. Lowe has been elected a 
vice-president of Pacific Mutual Life. 
He will continue to head Pacific Mu- 
tual’s mortgage loan and real estate 
department, of which he has been 
manager since 1952. 

He entered the investment depart- 
ment of Pacific Mutual in 1934, and be- 
came assistant manager of the mort- 
gage loan office in 1935. In 1937 he 
opened the company’s Kansas City 
mortgage loan office and served as 
manager there until the district head- 
quarters was moved to Chicago in 
1945. Mr. Lowe returned to the Los 
Angeles home office in 1946 as mort- 
gage loan field supervisor, and in 1948 
organized and managed the company’s 
real estate department. 


Leith is General Counsel 
Vice-president William T. Leith of 
Peoples Life of Washington, D. C., has 
been elected general counsel. He has 
been associate general counsel since 








1941, except for army service. He was 
elected vice-president in 1945. 


W.E., T. G. Brown Elected 


Southern Providence Life has elec- 
ted Wilbur E. Brown and Thomas G. 
Brown vice-presidents and has named 
W. Joe Carter manager at its new 
agency at Dallas. 

Wilbur Brown, in the business for 
21 years, has been with Metropolitan 
Life, Provident L. & A., and National 
Equity. Both Thomas Brown and Mr. 
Carter have had prior insurance ex- 
perience with Texas companies. 

Southern Providence Life, a new 
company, was licensed in February. 


Michel New Bond Assistant 


Northwestern Mutual Life has ap- 
pointed Roy W. Michel assistant super- 
intendent of bonds. Mr. Michel has 
been with the company since enter- 
ing the business in 1949. He is a vet- 
eran. 











Bush, Griscom Appointed 


Great Southwest Life has appointed 
Paul Bush agency director and Acton 
Griscom assistant agency director at 
the home office in Phoenix. 


Duke Assistant Treasurer 


Roy F. Duke has been promoted to 
assistant treasurer of Colonial Life. Mr. 
Duke, formerly securities analyst with 
the company, is a veteran of the last 
war. 





e O. L. Steward of Columbus, O., has 
been named state claims adjuster for 
Bankers Life & Casualty, which he 
joined in 1949. 








Asks Department Merger 


ST. PAUL—One of the late bills in- 
troduced in the lower house would cre- 
ate a department of commerce which 
would take over the duties of the in- 
surance department along with several 
other state departments. It is believed 
to have small chance of passage at 
this session but may come up two years 
from now with stronger backing. 


3 Credit Writers in Assn. 


Three companies have joined Con- 
sumer Credit Insurance Assn. The 
companies, which write credit life and/ 
or A.&H., are Employers Life of Bir- 
mingham; Mutual Benefit H.& A. and 
North American L.& C. 











= ¥ 
me. : e Great-West Life has appointed 
od William xb Cullen W. Sedgwick group representa- 
at Newari! tive at Los Angeles. 
» Who retire! 
company, Th —— : 
e ae _ N.Y. Department's Lectures 
ath Sem! for Examiners Published 
and Erne Lectures given in the first part of 
Taunton to. the New York department’s in-service 
training course for junior and assistant 
—_ ' department examiners have been com- 
i 


piled in a preliminary volume which 
is being distributed to insurance su- 
pervisory officials of other states. 

It contains 12 lectures delivered in 
the course, which is under the direc- 
tion of Deputy Superintendent A. G. 
Straub, Jr. The department plans to 
distribute a second volume, consisting 
of 23 lectures, in about six weeks. 

The training course, consisting of 90 
lectures, was initiated by Superintend- 
ent Bohlinger, largely because of the 
almost complete absence of formal 
training in the methods and proce- 
dures of insurance company examina- 
tions. It will enable examiners to in- 


en promoted 
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or the crease their knowledge of the business 
as well as broaden their perspective. 

ant to Lecturers included several leading 

nd for company officials as well as personnel 
of the department. 

; 
’ a a s 

ith in | OK’s City Employe Bill 

npor- The Iowa senate has completed ac- 

1 whe tion on a bill which would permit cities 
and towns over 10,000 population to 

nings, have group insurance for city em- 
Ployes. The present law restricts group 

com- insurance to Des Moines. 

= Area Conference Scheduled 

‘esine _ The annual area conference on life 
insurance will be held May 20 in Pasa- 

- are dena. The program will contain ad- 
dresses and panel discussions, and as- 

| the Sistant managers, general agents and 

d it agency supervisors will participate. 

iat Thomas W. Craig, general agent for 


Aetna Life, is conference committee 
chairman. 





Would Raise Examiners 


The Iowa Senate has passed a bill 
which would increase the pay of ex- 
aminers of the state insurance depart- 
ment while outside the state from $150 
to $180 a week. 


PANY 





° Retail Credit Co. has promoted John 
Indiana R. Comfort, assistant manager at Sac- 
ramento, Cal., and transferred him to 
the northern California sales depart- 

ment at San Francisco. 
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PROVIDENT’S NEW SALES AIDS 
RECEIVE CHEERS FROM FIELD 


Just a few of the many comments from Provident Life 
Producers about the new rate book and sales plans... 
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In addition to the many sales opportunities offered by these plans, Provident 
Life Producers have an agency contract which provides income oppor- 
tunities for both present and future financial needs. These include a liberal 
scale of first-year commissions, nine renewals, service fees, a persistency 
bonus, group insurance, and a non-contributory pension plan. 


CCIDENT INSURANCE COMPANY 
Chattanooga - Since 1887 
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When this unique new policy was recently 
introduced at regional sales conferences, the 
response was electrifying. Agents recognized 
the Masterplan as something different —a 
wonderful new type of policy offering many 
sales advantages. 


A 20% endowment at the end of 20 years that 
permits the insured to continue full coverage on 
the ordinary plan at a reduced premium ...or 
continue on the limited pay plan...or as an 
endowment ...an unusual return of premium 
benefit... these are a few of Masterplan's 
outstanding features. 


Here is the policy with tremendous sales 
potential. The benefits were never before 
available in a single plan. It's THE perfect policy 
for those out to set sales records. Write now 

for details on the Masterplan. 


High Commission - Low Net Cost 


|General American Life 


One of the nation’s leading mutual legal reserve companies 
ST. LOUIS, MISSOURI 


NORTH 
AMERICAN 
REASSURANCE 
COMPANY 
LIFE 


and 
ACCIDENT & HEALTH 
REINSURANCE EXCLUSIVELY 
@ 
J. HOWARD ODEN, President 


161FEAST 42nd STREET 
NEW YORK 17, N. Y. 
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Continental Casualty 
Streamlines Its Manual 


A new simplified rate manual for 
commercial A.& H. has been put out 
by Continental Casualty. Contrasting 
with the conventional 80 pages of occu- 
pational classifications and more than 
150 pages describing rates for all pol- 
icies and riders, the new manual con- 
sists of only eight pages. It is broken 
down into three major divisions. First 
is a quick risk guide listing practically 
all occupations reclassified into: Class 
I, all persons working with their heads 
(office personnel, accountants, law- 
yers, etc.) ; class II, those working with 
heads and hands (professional classes 
such as doctors, dentists, nurses, etc.) ; 
class III, those who work with their 
heads, hands and feet (building trades- 
men, electricians, laborers, etc.) There 
are new unit rates in which annual 
premiums for each $100 of monthly 
indemnity and other basic coverages 
is shown clearly in large type simpli- 
fying the task of estimating total pre- 
mium. The most salable coverages, five 
essential policies and eight riders, are 
listed to cover any and all risks in con- 
trast with the previous 22 policies and 
17 riders. 

The company has simplified its list 
of policy forms and riders, using the 
five basic policies and eight riders to 
serve virtually all income protection 
requirements. All so-called non-essen- 
tial policies and riders have been 
eliminated, and the company is now 
concentrating on the following cover- 
ages: 





A life-time A. & H. policy sold 4, 
all male groups to age 59. Previg, 
this coverage was restricted to gr, 

1 and 2 and sold only to men to age 

A life-time A. & H. indemnity Policy, 


a new policy created for career women Elsie 


which automatically includes a ¢om, 


plete female disorder coverage Clause, For ] 


An over-age policy for men ages 69. 
75 for one year sickness and lifetim, 


accident. Previously accident Coverage ' 


was limited to five years. 

A life-time weekly medical-accidey 
expense policy with age limits for 
to age 64 as compared with the old om 
of 59, and an age limit for women of 
as compared with 54. 





Plan Seattle Sales Congress 

Speakers have been announced fg 
the annual sales congress at Seattle 
sponsored by the British Columbia, 
Portland and Washington associations 
of A. & H. underwriters. The date wil 
be April 17. 

The talks will be given by Charly 
M. Carroll, Seattle, city councilman; 
Walter R. Hoefflin, Pacific Mutu | 
Life; Everett Grais, British Pacific. } 
Ray Scofield, Standard of Oregon; 
Marshall Goodmanson, Provident Life 
& Accident, San Francisco, and Dr,/ 
Paul A. Volpe, Seattle University, 


= 








New Conference Members 


American General of Houston, Bank. | 
ers Security Life of Des Moines and 
the General Reinsurance have joined 
H. & A. Underwriters Conference 
bringing total membership to 194, 





Watertown Rotary Club. 


e John D. Barnard, district manager 
for Metropolitan at Watertown, N. Y, 
has been elected president of the 
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a well-balanced company. 
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Eunice Bush 


Elsie Doyle 
Underwriters to succeed Eunice Bush, 


councilman; i Mutual Life at Baton Rouge. 
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Mrs. Doyle, a member of the Wom- 
en’s Quarter Million Round Table, 
helped organize the women’s institute, 
which is held anually in conjunction 


sored a women’s committee of the Ohio 


_ association. 


She is a former chairman of the 


' W.Q.M.D.R.T., of the women’s com- 


iston, Bank-| mittee of N.A.L.U., and of the educa- 


tional committee of the W.Q.M.D.R.T., 
and qualified in 1952 as a member of 
the Million Dollar Round Table. She 
is a member of the Cincinnati associa- 
tion. 

Mrs. Bush was elected N.A.L. U. 
trustee in 1950. 


' Illustrate Insurance 
Value, Ohsner Says 


Whether the prospect has insurance 
at present and whether he is inter- 


_ ested in purchasing additional cover- 


age is not the point to bring out at 
the start of an interview, C. S. Ohsner, 
Columbus, told the Cincinnati Life Un- 
derwriters Assn. sales congress. 

The main concern of the prospect, 
he declared—and this should be the 
main concern of the agent, too—is 
whether or not the former is interested 
in control and value of his business 
both before and after his death. 

What is the value of the business? 
Who will be the new partner when 
the prospect dies? These are the es- 
sentials to stress, Mr. Ohsner said. The 
speaker added that he “creates” pros- 
pects rather than attempting tc “find” 
them, and he limits his field to those 
business men who are “busy”, for the 
others don’t have the money to buy 
insurance. 

David B. Fluegelman, Northwestern 
Mutual, New York City, president of 
the National association, urged the 
purchase of life insurance out of capi- 
tal rather than surplus income, for 
this merchandize is the best preventa- 
tive against the radical business cycle. 
Mr. Fluegelman predicted a business 
recession this year or early in 1954, 
quoting economic experts who have 

said that this nation is at the apex of 
a 12-year boom. 

Third speaker was Robert D. Flow- 
ers, assistant district manager at Can- 
ton, O., for John Hancock, who urged 
organization in the operation of the 
life insurance business. 





Plan Pennsylvania Caravan 


Pennsylvania Assn. of Life Under- 
writers will sponsor a four-day sales 





caravan with the following itinerary: 
April 29, Altoona; April 30, Lancast2:; 
May 1, Allentown; May 2, Wilkes- 
Barre. 

Speakers will be Charles E. Childs, 
general agent for Minnesota Mutual, 
Denver; James G. Shuttleworth, 2:.i 
vice-president Prudential, and Hal L. 
Nutt of Purdue university. 

John R. Wink of John Hancock Mu- 
tual, Reading, will be caravan genera! 
manager. 





Fluegelman at St. Louis 


David B. Fluegelman of Northwest- 
ern Mutual Life, president of National 
Assn, of Life Underwriters, related 
some of his sales experiences since en- 
tering the business 21 years ago, and 
traced the history of the National as- 
sociation since its founding in 1890, in 
a talk entitled “Twenty-one and Sixty- 
three” at a meeting of the St. Louis 
association. 

Mr. Fluegelman also touched on the 
progress of the Memorial Building 
fund for the National association’s 
headquarters which has reached more 
than $250,000 of the $300,000 goal. 





Laconia, N. H.—Charles McAvenia was elec- 
ted president of the Lakes Region associa- 
tion. Other new officers are: Vice-president, 
Albert Edgerly, Mutual Life; secretary, Wen- 
dell Smith, Jr., Prudential; and treasurer, War- 
ren McMichael, John Hancock. Speakers were 
Phillip Foster, Dover, and William Horner, 
Concord, vice-president and president respec- 
tively of the New Hampshire association. 


Columbus, 0.—H. H. Maynard of Ohio State 
university spoke at the March meeting. 


Scranton—John T. Evans, vice-president, 
Scranton-Lackawanna Trust Co., spoke on 
“Tax Consideration in Estate Planning.’’ He 
stressed the importance of liquid assets and 
urged clearing tax-roads for heirs. 


South Bend—Robert L. Punsky, Fort Wayne, 
was the speaker. 


Sandusky, O.—The North Central association 
at its annual sales congress heard talks by 
T. H. Kiley, vice-president of Ohio Citizens 
Trust Co., Toledo; Lee E. Bernhart, Farm 
Bureau companies, Norwalk, and Herman R. 
Casdorph, manager at Lakewood, O., for Met- 
ropolitan Life. 


New York City—The Long Island branch 
heard a talk on “Selling the Local Retailer” 
by William M. Albern, Equitable Society, 
Hempstead, N. Y. 





Stanford to Home Office 


Verne S. Stanford, former manager 
at Milwaukee for New York Life, has 
been appointed su- 
perintendent of 
agencies. Mr. 
Stanford will be 
attached to the 
sales development 
division. 

Dale A. Simp- 
kins, formerly 
manager of Chica- 
go’s commerce 
branch office of 
— wa ae ; . - 

as been name 
manager at Mil- V. S$. Stanford 
waukee, succeeding Mr. Stanford. 

Mr. Stanford began his insurance 
career in 1933 as a New York Life 
agent at Cleveland, later being named 
assistant manager there. In 1942 he 
was appointed manager at Bingham- 
ton, N. Y., and subsequently went to 
Buffalo, Brooklyn and New York City 
before going to Milwaukee in 1950. 








New Hawaii Commissioner 


Territorial Governor King of Hawaii 
has nominated Kam Tai Lee territorial 
treasurer and ex-officio insurance 
commissioner, subject to confirmation 
by the territorial senate. 

Kam Tai Lee is assistant vice-presi- 
dent of Liberty Bank of Honolulu, and 
a former member of the house. He will 
succeed Sakae Takahashi. He is a 
graduate of University of Hawaii and 
a member of the Republican territorial 
central committee. 
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Actuarial Views Differ 


On Auxiliary Pension Funds 
(CONTINUED FROM PAGE 1) 

Mr. Bevan said that the auxiliary 
fund has a definite place in the agent’s 
portfolio but the employer should know 
what he is doing and be aware of the 
consequences of delinquency in the 
auxiliary fund. He said that in 1952 
38% of New England’s pension trust 
business was written on this basis as 
compared with 5% in 1951 and that the 
plan is being used by some of the com- 


However, R. W. Walker, Northwest- 
ern Mutual, spoke vigorously against 
the plan, saying that a life company 
should not get itself tied up with any 
plan that is not guaranteed. Both em- 
ployer and employe, he said, should 
understand that it costs a lot of money 
to provide pensions and while flexibil- 
ity of the plan has been touted as a big 
point he questioned whether that was a 
real advantage when there is a possi- 
bility of its being carried to a dis- 
appointing conclusion. Expectations are 
fine, he said, but guarantees honored, 


that as a trustee the life company enters 
into the investment business pure and 
simple for an extended period. He 
pointed out that any economies were 
effected only by means of lowered 
benefits. He also questioned the propri- 
ety of a mutual company affording con- 
version privileges at retirement to a 
few policyholders. 

H. F. Philbrick, Massachusetts Mu- 
tual, described the procedure used in 
his company in providing pensions for 
substandard or uninsurable risks. 


pany’s largest-selling agents. 


however modest, are better than expec- 










ANICO representatives 
are Anico’s best 
advertisements 







FRED E. HILL 
Mgr., Washington Ord. Agency 


Fred Hill typifies the careers being built all 
over the country with Anico. He came with 
Anico as a representative in October of 1943. 
In 1946 his progress earned promotion to 
supervisory capacity as a district manager. 
He was ‘appointed, because of his demon- 
strated recruiting and training ability, to 
Open an Ordinary Agency in Washington in 
1948. At the close of 1952 his agency stood 
first in paid business volume in the entire 
Eastern and Southern Ordinary Division. Fred 
Hill says: “Our record proves that if you will 
follow the Anico career program and use 





Graded death benefits are issued with 
the amount payable in any year being 
equal to the reserve increased a per- 
centage of the amount at risk under a 
corresponding standard policy. The 
percentage used is the reciprocal of the 
mortality classification, e.g. 50% for a 
risk rated 200%, etc. In the case of un- 
insurable risks, the mortality classifi- 
cation is assumed to be 1,000%. He 
suggests the possibility of issuing, al- 
ternatively, a retirement annuity form 
of policy to the uninsurables and to the 
higher substandard risks. The premium 
charged would be equal to the standard 
life paid-up at age 85 premium and the 
death benefit afforded would be the 
return of premiums or the cash value, 
whichever is the greater. 

M. J. Goldberg, Equitable Society, 
spoke humorously on several points of 
recruiting. 

In the recruiting discussion, E. B. 
Whittaker, Prudential, dished out some 
plain talk. He said hiring actuarial 
students is not an actuarial job but 
purely a sales job. In recruiting under- 
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* The most modern and effective seiling aid program that 







For information without obligation 
address “Executive Vice-President” 


AMERICAN NATIONAL 
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graduates the company should decide 
what kind of men it wants and then 
send that kind of a man after them. 
“If you send out an old fuddy-duddy 
to do this work, on the theory that his 
time is less valuable than somebody 
else’s, he hires a lot of young fuddy- 
duddies and 10 years from now you’re 
. worse off than you are now,” Mr. Whit- 
taker said. 









In the group field it is especially im- 
portant to send a sales-minded actuary 
on these recruiting missions, he said. It 
is also true that actuaries are needed 
in general administrative posts. He 
pointed out that an actuary not only 
runs Prudential’s group department, 
but also each of its home offices has an 
actuary in charge of administrative 
work. 

“Our profession is going to be called 
on more and more to take a bigger part 
in the administrative side of the busi- 
ness,” he said. 

Mr. Whittaker advised against seek- 
ing mathematical geniuses because 
most of them would probably go into 
teaching anyway, but rather to seek 
men with potential administrative abil- 
ity and also sufficient mathematical 
aptitude and interest to qualify as po- 
tential actuaries. Building up contacts 
with college professors is by far the 
best plan, he advised, for unless the 
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teachers do the preliminary screening 
the talent hunt is virtually hopeless. 
Companies should send a young man to 
do the interviewing, preferably one 
from the college being contacted. Many 
students of the type a company would 
like to get as future actuaries are not 
interested at first but a professor, par- 
ticularly in a small college, can talk to 
likely young men and get them inter- 
ested. 

“The professor can talk him into 
seeing you,” said Mr. Wittaker. “It’s up 
to you to sell him.” 

Mr. Whittaker said the small colleges 
are usually the best bets and a liberal 
arts college is likely to be better than a 
technical school. But there is no great 
point in going to schools that have al- 
ready been combed by representatives 


tations unfulfilled. He also emphasized of other life companies. 
Prudential’s program involves bring. fy 


ing into the home office for summer 
work young men at the end of their 
sophomore year or junior year. It also 
has a scholarship program and has 
given 55 $500 scholarships since 1947. 
There is no definite commitment, byt 
there is a gentlemen’s agreement that 
the recruit will get the early actuaria) 
examinations out of the way before he 
gets on the permanent payroll. 

The program, Mr. Whittaker said, has 
paid dividends in reducing turnover 
and increasing the speed with which 
actuarial candidates get through the 
society’s examinations. 

J. G. Beatty, Canada Life, told of the 
scholarship program by which the 
Toronto companies encourage mathe. 
matical students at University of Tor. 
onto and attract others into taking 


mathematical courses. A $25,000 fund | 
has already been raised for this pur- y 
pose and the aim is to bring it to © 


$100,000. 


K. M. Davies, Equitable Society, | 
opined that recruiting should be started : 





among high school students or at the © 


latest early in the freshman year at 


college. Very often, he said, high schoo] H 
in mathematics | 


students interested 
don’t know there is such a thing as 
actuarial work. He cited his own expe- 


rience. He liked mathematics; math was _ 


his best subject in high school, and he 
wanted to major in it in college but felt 


that the only mathematics career open | 


would be in teaching, which he did not 


care for. When he found out in his © 
freshman year about actuarial work, he © 


switched his major to mathematics. 


Carl H. Fischer, University of Mich- i 


igan, urged the expanded use of actu- 
arial courses, such as University of 
Michigan’s, as sources for actuarial re- 
cruits. He suggested that such courses 
be inspected and accredited by the 
Society of Actuaries and that passing a 
course with an appropriate grade, such 
as B or B-plus, would get a student 
credit for that much of an actuarial 
examination. 

Charles Spoerl, Aetna Life, chairman 
of the society’s education and examina- 
tion committee, expressed interest in 
Mr. Davies’ suggestion for recruiting at 
the high school level and said he 
thought the committee would look into 
it. 

John B. Stearns, Prudential, dis- 
cussed differentiating premium rates 
according to the size of policies. He 
said Prudential not only does this on 
some policies but also pays a higher 
commission rate on regular ordinary 
policies above $2,000, and still higher 
above $5,000, than on policies of $1,000 
to $1,999. This helps offset the higher 
per-$1,000 expense rate on the smaller 
policies. 

W. C. Brown, Colonial Life, said the 
lapse rate on monthly debit ordinary 
business, contrary to expectation, was 
no worse than on regular monthly no- 
tice ordinary, the equalizing effect 
apparently being due to the regular 
calls by debit agents. 

M. T. Lake, Occidental of California, 
said his company was one of the first, 
if not the first, to issue the type of 
juvenile insurance which increases 
five-fold at age 21. He said the com- 
pany will take three units, or an ulti- 
mate amount of $15,000, on a non- 
medical basis. The company has had 
many applications for large amounts 
from wealthy persons and there has 
been no trouble getting the necessary 
reinsurance. However, it must be re- 
membered, he said, that the insured 
will ultimately take over the premium 
payment. 

Mr. Lake said the principal problem 
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=—= 
d been with dividends. Some agents 
ould like the company to project divi- 
gends clear through to age 65 on the 
various plans available when the in- 
becomes 21. 
There is also a dividend problem in 
the effect on the scale due to the in- 
crease in amount insured when the 
olicyholder reaches age 21. There are 
two principal ways to build the scale. 
One is to take account of the mortality 
savings occurring after 21 and spread 
the amount to produce a smooth divi- 
dend curve. The other plan, which 
Occidental follows, is to let the divi- 
dends take a jump up at age 21. Occi- 
ental does this because it results at 


rolves bring. 
for summer 
snd of their 
year. It also 
m and has 
since 1947 
1itment, but 
cement that 
ly actuaria] 
y before he 
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er said, has 
& turnover 
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told of the | ine lowest after-21 net cost and hence 
which the | improves persistency, while at the same 
ge mathe- | time a scale constructed to pay larger 
ity of Tor. | gividends after 21 constitutes a sub- 


ito taking | ¢antial cushion in case mortality 
5,000 fund | should prove bad after that age. He 
this pur. | pointed out that just keeping the divi- 
ring it to | gends at the pre-21 rate would cover a 
' substantial amount of excess mortality. 
' This excess mortality might result from 
> Society, | aqverse selection after the amounts 
be started quintuple. 
or at the © ° e e 


disorders will account for the bulk of 
the big claims under major medical 
expense coverages. He said it may be 
that Equitable will get a more useful 
experience on its individual major 
medical expense coverages than on 
group. 

Henry R. Roberts, Connecticut Gen- 
eral, said his company’s experience has 
been satisfactory on major medical to 
the extent that claims have not ex- 
ceeded premiums, a definition of “‘satis- 
factory” that drew a laugh from the 
audience. 

Reasons why the insurers haven’t a 
very satisfactory experience on major 
medical is, first, the diversity of plans, 
the public not being educated toward 
any type of homogeneous setup; and 
second, the tremendous lag between the 
time a claim is opened and the time it is 
closed out on the company books. But 
it does not appear thus far that pre- 
mium assumptions are wrong, he said. 

Connecticut General has about 300 
claims “finaled.” It still appears that 
an amount of deductible geared to the 
employe’s income and a coinsurance 


provision are the right approach. 

Mr. Roberts believes there will be a 
steadily increasing loss ratio on this 
type of business because of the increas- 
ing cost of medical care and the addi- 
tional ways in which medical care can 
be applied. Care should be taken on 
experience refunds on major medical, 
he warned. It is better to put them into 
a contingency reserve until the experi- 
ence has had time to mature. It is im- 
portant, he said, to deal with employers 
who are sympathetic to the experimen- 
tal character of major medical or else 
there is almost sure trouble ahead. 

Guy Pickering, Home Life of New 
York, said that “we are particularly 
concerned” about non-disabling ner- 
vous disorders of the type involving 
frequent visits to psychiatrists. He told 
of one claimant who was seeing a psy- 
chiatrist five days a week at $25 a 
a throw. Then the psychiatrist thought 
the man’s wife might be a factor so she 
also began taking $25 treatments. On 
the policy anniversary the coinsurance 
was changed to 50% instead of 80% on 
non-disabling illnesses in the hope of 


discouraging this sort of claims. 

Paul H. Jackson, Aetna Life, said 
one of the major problems in connec- 
tion with insuring retired employes 
under group plans is getting the em- 
ployer to understand the heavy cost of 
doing this. He said an employer may 
well find that 80 to 90% of his contri- 
bution will eventually be going for life 
insurance on pensioners. This sort of 
thing, he said, is not sound accounting, 
for it bequeaths a financial liability to 
future management without recogniz- 
ing it in the financial statement. 

Mr. Jackson spoke favorably on the 
plan of using group term plus paid-up 
units, the latter being purchased by the 
employe’s contributions. Over a period 
of some years this works out to a fairly 
liberal amount of coverage for retired 
employes. One system of supplement- 
ing benefits is to have 50% of group 
term coverage added to what the em- 
ploye’s paid-up units will buy, this 
supplementary plan continuing only for 
the plan’s 20 or 25 years, that is, long 
enough to give the paid-up units a 
chance to amount to a_ substantial 





n year at | & A. Rieder, Mutual of Canada, de- 
igh School | scribed his company’s system under 
‘thematics | Sich the benefits progressively in- 
thing as crease up to $5,000 per unit at age 20. 
wn expe- However, R. L. Bergstresser, United 
math was States Life, favored letting all the in- 
I, and he — crease come at age 21 so as to keep the 
fe but felt amount of risk at a minimum on men 
mg oun going into military service below that 
- cae e age. 
is. F ’ In the discussion of the duplication 
notlen © | of A.&H benefits under various group 
of Mich. | ans, George H. Davis, Life Insurance 
of actu. | ASs2- of America, said it had been esti- 
ersity of | mated several years ago that there is a 
arial re- ' duplication of about one-sixth for in- 
cm dividual coverages and one-tenth for 
by on group. Early data in a current survey 
assing a indicate the same results prevail now 
“— = h but the accuracy of this indication is 
student | open to question, Mr. Davis believes. 
' pein He favors sampling as the only satis- 
factory method for establishing dupli- 
2 cate coverage. 
oie, Apparently the hospitalization pol- 
iil in icyholder is reluctant to tell the hospital 
Liting at about coverages he may have other 
aid te than the one that is getting him into the 
ok fits hospital. This would help to explain 
why duplications reported by hospitals 
1 only amount to about 5%. 
: : raul Discussing group major medical ( ca- 
les. Het 4 tastrophe) coverage, Morton Miller, 
this pe | Equitable Society, said that sales were 
higher slow at first, partly because the wage 
dingi stabilization board’s criteria then in 
higher effect had no place for major medical. 
$1,000 There is a considerable difference of 
hi h opinion as to whether coinsurance is 
Algher | important. (Equitable considers it es- 
maller | sential.) 
This diversity has not helped the 
’ sale of major medical. It has encour- 
iid the | aged employers to devise their own 
dinary | plans, seek changes in what companies 
n, was | offer them, or adopt an attitude of 
ly no- watchful waiting. 
effect Equitable’s approach has been such 
egular | that it is dealing largely with its own 
policyholders. It has about 30 major 
ornia, | medical plans, including coverage on its 
» first, own people. 
pe of A recent variant of major medical 
"eases aggregates the coverages for the family 
com- and when the monthly deductible limit 
-—ulti- has been reached, the company pays 
non- 75% of all medical bills regardless of 
; had which member of the family is in- 
ounts volved. There has not been much re- 
> has sponse to this plan, however. 
ssary Equitable has been unwilling to im- 
e re- pose major medical expense on Blue 
sured Cross or other primary benefits. While 
nium Equitable has had only about 200 claims 
averaging around $300, Mr. Miller said 
blem it appeared that mental and nervous 
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is especially designed to 


sell the No. 1 volume 
market... 


At the current rate there are nearly three and 
one-half million births annually in the United 
States. This comprises a readily accessible 
volume market for life insurance. The Macca- 
bees new Junior Estate Builder is especially 
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figure. 

H. C. Unruh, Provident Life & Acci- 
dent, explained the motivations in 
adopting one of the new systems of 
projecting mortality to ordinary annu- 
ities, group annuities, settlement op- 
tions and combinations of life insurance 
and deferred annuities. Although the 
progressive annuity table was adopted 
it was felt unwise to vary maturity 
values at retirement age by age at issue 
on the retirement plans. From a sales 
viewpoint it was especially advisable to 
have projections built into group annu- 
ity mortality so that realistic expense 
and interest results could be explained 
to group policyholders. 

Walter Klem, Equitable Society, re- 
marked on the marked trend of the 
public toward “income mindedness.” 
He felt that the future would find more 
and more coverage sold based on annu- 
ity benefits and consequently it was a 
very important subject of discussion at 
this time. He deems the Jenkins-Lew 
system a reliable guide for present-day 
thinking but feels that too much em- 
phasis should not be placed on the at 
least five approximate methods that 
have been developed. Excess interest 
earnings should not be the sole source 
of margin for the uncertainty of future 
mortality and expense, but a definite 
reserve system should be contemplated. 

J. H. Braddock, New York Life, was 
reminded of the discussions in the 
1930s on settlement options. Most of the 
opinions were directed to restricting 
the use of such options. He feels that 
this is impractical under present-day 
conditions, especially when smaller 
policies are the main objective of re- 
striction. Contingency funds should be 
accumulated to cover expense consid- 
erations in the future, letting excess 
interest be diverted to cover possible 
mortality losses. 


H. F. Rood said his company, Lincoln 
National, has had little trouble living 
with the requirements of a minimum of 
$2,000 proceeds and a $20 minimum 
Payment. 

G. C. Thompson, Security Mutual of 
Binghamton, N. Y., wondered if any 
companies had considered the problem 
of a maximum limit. In answer J. R. 
Gray of Canada Life indicated that his 
company included a policy provision 
for a maximum of $50,000 total in all 
policies with the Canada Life which 
could be left under settlement options. 

In discussing group life insurance, 
W. Rae of Bankers Life of Iowa said 
that there has been practically no sig- 
nificant change in group permanent 
contract provisions, rates, and under- 
writing during the last few years. He 
said that group permanent offers an ex- 
cellent means of providing group life 
insurance for retired employes. Un- 
fortunately, he said, the Treasury’s at- 
titude on the taxation of premiums paid 
has retarded the sale of the contracts 
for this purpose. 

E. M. Neumann, Prudential, pointed 
out that because of a 1950 ruling, group 
permanent insurance is now being used 
less frequently to provide group insur- 
ance for retired employes. He suggested 
group term and paid-up insurance 
under which the employer pays for 
reducing term insurance and the em- 
ploye contributes a sufficient amount, 
such as $1 to $1.50 per month per 
$1,000, to purchase paid-up insurance 
appears to be a sound method for pro- 
viding such coverage. It is, however, 
inflexible and has not proved to be 
popular in his company. He pointed out 
that the usual method of continuing the 
term insurance on a yearly renewable 
basis after retirement results in heavy 
accrued liabilities for management at 
some time in the future and that em- 








of its Ordinary Department. 


in event of your death. 


175 W. Jackson Blvd., Chicago 4, Ill. 


EXCELLENT OPPORTUNITY 


One of the fastest growing companies in the south is in need of a manager 


The person we select must have the ability, enthusiasm and determination 
to hire and train high type General Agents to sell according to needs. We are 
qualified in seven Southern States, have twelve General Agents and several 
agents working directly out of our Home Office. 


The compensation will be an override on first year premiums with a guaran- 
tee of $10,000.00 per year. The right person can build an annual income of 
$25,000.00 or more in a reasonable time. The agreement will provide a life 
income in event of disability or retirement and a life income to your widow 


We have a complete line of policies, a very liberal first year commission to 
General Agents, and a life income for disability or retirement and life income 
to the widow in event of death of a General Agent. 


In reply, give full information about yourself and your qualifications, together, 
with a recent photograph. All replies will be treated strictly confidential. Please 
do not reply if you are a “HAS BEEN”. Address R-79, The National Underwriter, 








ployers should be warned as to the ef. 
fect on cost of continuing amounts of 
insurance coverage after retirement, 

In instances where unions have bar. 
gained for the continuation of a limiteg 
amount of insurance after retiremen 
additional problems arise, he stated, 

Papers were presented by R. J, 
Myers, social security administration, 
on “Brief Abstract of the 1952 Amend. 
ments to the Social Security Act”; ang 
by J. T. Phillips, New York Life, on 
Korean war mortality which is sum. 
marized elsewhere in this issue. 

Mr. Myers pointed out that at the 
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Rates $15 per inch per insertion—1 Inch miei. 
mum. Limit—40 words per inch. Deadline Tues. 
day morning in Chicage office—!75 W. Jack. 
son Bivd. raeteuas placing ads are requested 


to make pay t in ad e. 
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An Invitation 
TO MILITARY LIFE 
AGENTS and BROKERS 


to represent 
An old line legal reserve 50 year 
old life insurance company licensed 
in over 30 states. 


Insurance written for any military 
rank —No War Clauses — World- 
wide Coverage. 

Write in detail, past experience selling 
Military Personnel including complete per- 
sonal history, references and photo. 
Address R-85, The National Under- 
writer, 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 








Ohio - Indiana 


An opportunity exists for an eggressive 
man who Is qualified te de agency super 
visory work in the states of Ohio end Indi- 
ena for a medium size mutual legal reserve 
life company located in the mid-west. if 
you have a record of success in recruiting, 
training and selling and would like an op- 
portunity for advancement, write indicat- 
ing age, marital status, business and edu- 
cationel beckground and selary desired. 
All replies confidential. Address P-98, The 
Nationel Underwriter, 175 W. Jackson 
Bivd., Chicago 4, Iilinois. 








Credit Manager 
Wanted 

Rapidly growing stock life insurance com- 
pany in Southeast requires manager for 
credit life department, familiar with opera- 
tions on a National scale. For the right 
man the opportunity is unlimited. Gener- 
ous starting salary with bonus arrangement. 
Write giving full particulars in first letter. 
All communications held in confidence. 
Address R-89, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 














Pension & Group Consultant 


An exceptional opportunity is waiting for the right man with broad 
pension planning and group insurance experience to manage and 
develop the Chicago Pension & Group Department of one of the 
oldest and leading firms of consultants. 

Good starting salary and unlimited opportunity for future progress. 
In replying, please describe your qualifications as fully as possible. 
All replies will be treated in the strictest confidence. 

Address R-93, The National Underwriter, 175 W. Jackson Blvd., Chicago 4 











ACTUARIAL OPPORTUNITY 

For young man, 25-35, in established midwest 
consulting firm, who has passed at least three 
actuarial examinations; some company expe- 
rience important, pension fund experience help- 
ful. Write Box R-86, The National Underwriter, 
175 W. Jackson Bivd., Chicago 4, Illinois, en- 
closing photo, personal history, experience and 
salary expected. 








IBM SUPERVISOR 
DESIRES CHANGE 


Young man experienced in life insurance ac- 
counting and auditing, with nine years expe- 
rience as supervisor of large 1BM installation, 
seeks opportunity with aggressive organization. 
Holds fellowship in accounting from L.O.M.A. 
Address R-88, The National Underwriter, 175 W. 











Bivd., Chicago 4, Ill. 
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present time 5.1 million persons are re- 
ceiving monthly OASI. (Old age and 
survivors insurance) benefits of which 
almost 4 million are age 65 or over. The 
average monthly payment for a retired 
worker is nearly $50 and almost $80 for 
aretired worker and his spouse. At the 

resent time total benefit payments are 
at the rate of about $2.7 billion annu- 


| ally and social security tax income is at 


the rate of about $4 billion annually. 
Persons receiving old age assistance 

penefits number about 2.6 million, with 

an average monthly payment of about 


50. 

’ Referring to the cost estimates used at 
the time consideration was being given 
by Congress to the 1952 amendments, 
Mr. Myers pointed out that (1) because 
of an increase in the interest assump- 
tion to 24% from 2% as used for the 
cost estimates of the 1950 amendments 
and (2) because assumptions as to 
earnings were about 20% higher (cor- 
responding to 1951 experience, in con- 
trast with the 1947 experience) than 
used in previous estimates, the result- 
ing cost estimates were lower as a 
percentage of covered payroll than 
previous estimates even though benefits 
were liberalized. 

At the opening of the Thursday 
afternoon session, President John R. 
Larus, who is vice-president and actu- 
ary of Phoenix Mutual Life, introduced 
Dr. Arthur Hunter, retired vice-presi- 
dent and chief actuary of New York 
Life and former president of the Actu- 
arial Society of America, predecessor of 
the present Society of Actuaries. Dr. 
Hunter spoke briefly. 

Concluding feature of the meeting 
was a forum on economic trends and 
life insurance, conducted by William 
Anderson, North American Life of 
Toronto. It is reported elsewhere in this 
issue 





ALC Announces Plans 
For 3 Regional Meetings 


(CONTINUED FROM PAGE 1) 


dent for Maryland, Harvey Kesmodel, 
sales promotion manager of that com- 
pany, heads the arrangements com- 
mittee for the Baltimore regional 
meeting April 20-21. 

Victor B. Gerard, Commonwealth 
Life, chairman of the A.L.C. financial 
section, plans a special meeting of fi- 
nancial officers of companies the sec- 
ond afternoon of the St. Louis regional 
meeting April 17, for discussion of in- 
vestment and economic problems. Sim- 
ilar special financial sessions may be 
held at Salt Lake City and Baltimore, 
if there is sufficient interest. Mr. 
Gerard will attend the Salt Lake City 
and St. Louis meetings, and it is ex- 
pected that George T. Conklin, Jr., 
Guardian Life, vice-chairman of the 
financial section, will be present at the 
Baltimore meeting. Frank J. Travers, 
American United Life, chairman of 
the new A.L.C. investment problems 
committee, and other members of that 
committee will also be present at one 
or more of the regional meetings. 





Cleveland Council Elects 


Life Insurance Trust Council of 
Cleveland, at the annual meeting, 
elected John N. Lenhart, manager for 
Great-West Life, president. Other new 
officers are A. W. Marten of Cleve- 
land Trust Co., vice-president; George 
H. Plant, general agent for John Han- 
cock Mutual Life, secretary, and Bruce 

idden, vice-president of Central 
National Bank of Cleveland, treasurer. 

Following the election, W. Allen 
Beam, _Seneral agent for State Mu- 
tual Life, participated in a panel on 
gn solutions to an estate prob- 


Syndicate’s Gulf Control 
Purchase Sets Pattern 


(CONTINUED FROM PAGE 1) 


dend. Of this total, 150,000 shares went 
to the buying syndicate. 

Total shares outstanding, through the 
100% stock dividend and the four-for- 
one split, will be two million, of which 
the Phillips family will have 800,000 
and the syndicate 1,200,000. The syndi- 
cate members plan to hold a consider- 
able number of shares for their own 
account and present indications are 
that only about half the 1,200,000 shares 
will be offered to the public. 

The investment houses in the syndi- 
cate feel the public will be receptive 
to the stock because of the rapid growth 
of the company and the fact that Flor- 
ida, where two-thirds of the company’s 
business comes from, is developing rap- 
idly in an industrial way, with the re- 
sult that many more people have mon- 
ey to buy life insurance than ever be- 
fore. 





Good Turnout Lines Route 


of Indiana Sales Caravan 


More than 1,000 life agents gathered 
along the sales caravan route of In- 
diana Assn. of Life Underwriters to 
hear talks by John A. Calfa, Pruden- 
tial, Chicago; James C. McFarland, 
general agent of Ohio State Life, Co- 
lumbus; A. Jack Nussbaum, Massa- 
chusetts Mutual Life, Milwaukee, and 
Carl Ernst, manager of North Ameri- 
can Life & Casualty, St. Paul. 

The caravan covered Evansville, In- 
dianapolis, and Fort Wayne. 





Big Crowd, Top Speakers at 
Southern California Meets 


More than 800 life agents were on 
hand for the annual Southern Califor- 
nia Sales Congress, sponsored by nine 
local associations with Los Angeles as 
host association. 

H. P. Gravengaard, vice-president 
and executive editor of life publica- 
tions of The National Underwriter 
Co., was featured speaker. His address 
is reported elsewhere in this issue. 

Talks were also given by Charles E. 
Cleeton, general agent for Occidental 
of California, immediate past presi- 
dent of the National association; Joseph 
F. O’Connor of Penn Mutual Life; 
Gerald F. Weber of Connecticut Gen- 
eral Life; John M. Russon of Massa- 
chusetts Mutual Life, and Harry 
Syphus, general agent for Beneficial 
Life, Salt Lake City. 

Following the Los Angeles gather- 
ing, Messrs. Syphus and Weber joined 
Grant Taggart of California-Western 
States Life, Cowley, Wyo., a past pres- 
ident of N.A.L.U., for talks at the San 
Diego sales congress. 





AOUW Deal Roberts Fight Basis 
An $11,000 fee paid two years ago 
to C. Wesley Roberts, chairman of the 
Republican national committee, for 
negotiating the sale to the state of 
Kansas of a tubercular sanitarium 
erected on state property 25 years ago 
by A.O.U.W. of Kansas, is being made 
the basis of a bitter fight on Mr. Rob- 
erts in an effort to oust him as chair- 
man. He contends the fee, paid to him 
as a public relations consultant, was 
entirely legitimate, as he had no of- 
ficial connection either with the state 
or the Republican party at that time. 
The matter was the subject of an 
investigation by a committee of the 
Kansas legislature and Attorney Gen- 
eral Fatzer has now filed suit to re- 
cover the $110,000 paid to the frater- 
nal by the state, on the ground that 
the building already belonged to the 
state. Harry W. Colmery, president 


and general counsel of Pioneer Na- 
tional Life of Topeka, is attorney for 
A.O.U.W. in that litigation. 





Progressive Health Offers 
2 Dread Diseases Policies 


American Progressive Health has 
brought out two “dread diseases” pol- 
icies. One covers polio and _ scarlet 
fever, smallpox, diphtheria, leukemia, 
spinal meningitis, encephalitis, rabies, 
tetanus and tularemia. The policy pays 
the usual charges for hospital care, 
medical care, nursing care, ambulance 
service, blood transfusions, drugs and 
medicines, iron lung rental fee, ortho- 
pedic appliances, transportation and 
emergency communication at an an- 
nual premium of $5 for individuals 
and $10 for families. 

The other covers cancer, polio, scar- 
let fever, smallpox, diphtheria, leuke- 
mia, spinal meningitis, encephalitis, 
rabies, tetanus and tularemia at $7.50 
for individuals and $15 for families. It 
pays the usual charges for the same 
services as the polio dread diseases 
policy. 

The $5,000 polio-only policy is still 
being sold. 


R. J. Lynch Heads N. U. 
Advertising Production 


Robert J. Lynch has been named 
advertising production manager of THE 
NATIONAL UNDERWRITER. He will have 
headquarters at Chicago. 

A graduate of Illinois State Teachers 
College, Mr. Lynch for a while was 
with the editorial department of Com- 
merce Clearing House at Chicago. He 
later was with the promotion and ad- 
vertising department of Western Auto 
Supply Co. 





New Disability Benefit 


American United Life has announcect 
a new form of disability income bene- 
fit, providing an income of $29 per 
$1,000 of basic insurance during the 
first five years of total and permanent 
disability, followed by an income of 
$10 per $1,000 of basic insurance dur- 
ing the continuance of such disability 
until age 65 or maturity of the policy 
if earlier. If the insured is in receipt 
of the disability income when he 
reaches age 65, the policy will then be 
matured for its full amount. 

The benefit, designated adjustment 
income disability, is to provide at min- 
imum cost as much income as possible 
during the first years of disability, 
when rehabilitation expenses are likely 
to be high. 


New N. Y. Blue Shield Head 


James F. Coleman, executive vice- 
president of United Medical Service, 
New York’s Blue Shield plan, was 
elected president and a member of the 
board at the annual meeting. He suc- 
ceeds Dr. Charles Gordon Heyd, who 
will continue to serve the corporation 
as board chairman. 

Mr. Coleman went with U.M.S. as 
executive vice-president in 1950. Prior 
to that he was actuary of the group de- 
partment of State Mutual Life and had 
previously served in various executive 
capacities in group underwriting with 
Metropolitan Life. A 1929 Fordham 
University graduate, he became a fel- 
low of the Society of Actuaries in 1939. 








Wide Sweep for Miami Agency 


Miami contributed seven of the first 
eight winners in the February race for 
membership in the President’s Club of 
Franklin Life. The seven Miami men 
are Rex M. Hodges, Virgil D. Wright, 
Cornelius T. Tew, Wilbur C. Brewer, 
Paul J. Meyer, Walter J. Ueckert and 
Edward Mass. 

Mr. Brewer was named Franklin 
Life’s “Man of the Month.” 





Roy H. Lang Goes to 
New England Field for 
National Underwriter 


Roy H. Lang, who recently returned 
from his second tour of duty with the 
army air corps, has 
taken over the 
New England ter- 
ritory for the Na- 
tional Underwriter 
Co., succeeding the 
late William A. 
Scanlon. He will 
make his head- 
quarters at Boston. 

Starting with 
the company fol- 
lowing his release 
from military 
service after 
World War II, Mr. Lang served a brief 
training period at the home office in 
Cincinnati before taking over the ter- 
ritory embracing several southwestern 
states. He maintained his office at 
Dallas until being recalled to military 
service two years ago. 


Roy H. Lang 





General American Names 
Hermen, Gilbert, Miller 


General American Life has appoint- 
ed John T. Hermen and John R. Gil- 
bert group repre- 
sentatives at the 
home office at St. 
Louis, and Walter 
R. Miller group 
representative for 
Tennessee and 
Kentucky at Mem- 
phis. Mr. Hermen 
has been with the 
company since 
1943. He has been 
in the group di- 
vision since 1947. 
Mr. Gilbert was 
formerly with Chicago Blue Cross, and 
along with Mr. Miller, he has com- 





John T. Hermen 





Walter R. Miller 


John R. Gilbert 


pleted the company’s group training 
program. 


New L.LA.M.A. Member 


Fidelity Life Assn., Fulton, Ill., has 
been elected a member of the Life 
Agency Management Assn. 

Three new associate member com- 
panies are American Life, Hamilton, 
Bermuda; British-American Life, Ltd., 
Jacksonville, Fla., and Post Office Life 
Insurance Bureau, Ministry of Postal 
Services, Tokyo. 


Adopt Seven-Year Term 


New England Mutual has adopted a 
convertible and non-renewable seven- 
year term plan with a minimum of 
$20,000. Rates have been reduced on 
ordinary policies of amounts under 
$5,000. 


von Pein Takes Group Helm 


American H. & L. has advanced 
Henry von Pein, 2nd vice-president, 
to group vice-president. The promo- 
tion comes on the heels of his return 
from the far east where he served with 
the air force. 
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Another Ky. Employe 
Joins Bankers L. & C. 


Thomas P. Rogers, II, who has been 
director of the accounts and controls 
section of the Kentucky finance de- 
partment, has joined Bankers Life & 
Casualty in an administrative position. 
Mr. Rogers has been with the state 
since 1948, and has been closely asso- 
ciated with H. Clyde Reeves, former 
revenue commissioner of Kentucky, 
who went with Bankers L. & C. in 
November. 


Mortgage Managers Meet 

Pacific Mutual’s mortgage loan man- 
agers from throughout the U. S. con- 
vened at the home office at Los An- 
geles in a series of conferences on the 
company’s mortgage investment pro- 
gram for the coming year. 

Among executives present were Asa 
V. Call, president; and T. S. Burnett, 
financial vice-president. 


Fight S.C. Municipal Move 


A furor has been caused in South 
Carolina by a bill that has consider- 
able backing, to require insurance 
companies to report their business by 
municipalities so that they can be 
reached for taxes at that level. The 
idea apparently was to give the mu- 
nicipalities a basis for taxing direct 
selling companies and those that do 
not maintain agencies in a town. 
South Carolina Municipal Assn. was 
supporting the _ bill. Commissioner 
Murphy said he would have to hire 
five more employes to keep track of 
these municipal reports. N. A. Turner, 
general counsel of Carolina Life, said 
this would require fantastic and pro- 
hibitive bookkeeping expenses. He 
said most companies with agents pay 
license fees already. , 








New Vestal & Vernon Home 


Vestal & Vernon agency, state man- 
agers for Mutual Benefit H. & A. and 
United Benefit Life, held a formal 
opening of its new home at Jackson, 
Miss. Co-managers are E. C. Vernon 
and Nelson Vestal. 

Also, Messrs. Vestal and Vernon 
were judged as outstanding new man- 
agers for the company in the United 
States, | Canada, Alaska and Hawaii. 
Their firm, which had A. & H. and hos- 
oy os a of $850,000 in 

, expects to double this fi 
the end of 1953. aan ai 


Payne Agency Is Winner 


Walter S. Payne, general agency at 
Los Angeles for Prudential, a saad 
— the President’s Citation for 

The citation was presented to Mr. 
Payne by 2nd Vice-president George 
T. Wofford at a dinner attended by 
other agency heads, including Carl 
White, executive director of agencies; 
Henry Wilkerson, director of agencies, 
and Kack Boone, assistant director of 
agencies, all of the western home of- 
fice at Los Angeles. 

Mr. Payne has been with the com- 
pany 31 years, the last 23 as agency 
manager in three cities. 





After several weeks in the hospital, 
J. P. Byrne, agency vice-president of 
Life & Casualty, is recuperating at his 
home in Nashville and expects to be 
back at his desk soon. 





John H. Amers, vice-president and 
actuary of Bankers Life of Nebraska, 
has filed for a two-year term on the 
Lincoln (Neb.) board of education. 





Theo. P. Beasley, president of Re- 
public National Life, is beginning his 
second term as president of the Dal- 
las Y.M.C.A. 





| Late News 


Bulletins... 





Holds Sick Leave Pay Not Tax Exempt 


WASHINGTON—The internal revenue bureau has ruled that the income tax 
exemption accorded payments made under A. & H. policies doesn’t apply to 
sick leave payments made by employers. A recent court of appeals decision, 
reversing a lower court decision, held that sick-leave payments to an employe 
under a special type of plan were excludible from taxable income. However, 
the bureau contends that the decisions of both courts were “on a narrow 
ground” and hence the appeals court ruling is not generally applicable. 


Cummings to Join L.I.A.M.A. as Consultant 


W. O. Cummings, Julian Price lecturer in life insurance at University of 
North Carolina, will join the company relations division of Life Insurance 
Agency Management Assn. June 8 as a consultant. 

A graduate of the commerce school of University of Pennsylvania, Mr. 
Cummings entered life insurance in 1938 as an agent of Aetna Life at Chicago, 
later was with Connecticut Mutal there and then assistant to the educational 


director of Continental Assurance. 


After navy service he became advertising and publicity manager of Kansas 
City Life, was named a Huebner scholar and later a fellow under the S. S. 
Huebner Foundation at University of Pennsylvania, and served as special 
consultant to Dean Davis W. Gregg on the American College management 


program. 








Beckham L. A. Speaker 


R. P. Beckham of Retail Credit Co., 
in a talk on how to get business issued 
as applied for at a meeting of Los 
Angeles managers, declared that the 
best way to get the business was to 
“simply apply for the right policy in 
the right amount.” 

Mr. Beckham added that “the only 
time you have a right to expect is- 
suance of a policy exactly as applied 
for is when your applicant has no 
physical or moral impairments, and 
the amount is commensurate with the 





applicant’s financial worth and in- 
come.” 
Plan N. Y. Tax Forum 


Taxation and uses of life insurance 
in estate and business planning will be 
considered at a New York City forum 
April 11, sponsored by Practicing Law 
Institute. 

Among the speakers are B. G. Hilde- 
brand, Metropolitan Life; Stuart Mc- 
Carthy, Equitable Society, and Dean 
L. J. Ackerman, University of Conn- 
ecticut. In addition, several well- 
known attorneys will participate. 


CLU Group Meets at N. Y. 

The national committee on chapter 
forums of American C.L.U. Society 
met at New York with 83 chapters 
represented. Fitzhugh Traylor, Equi- 
table Society, committee chairman, 
presided. 








Has National Blood Drive 


An extensive educational campaign 
to inform policyholders and others that 
their blood is urgently needed now in 
support of the blood donor program of 
American Red Cross and cooperating 
agencies is being carried on this month 
throughout the nation by Metropolitan 
Life field representatives. 

A key activity will be distribution 
of a pamphlet titled, “Thanks, You 
Saved My Life!” 





New Great American Reserve Plan 

Great American Reserve has adopted 
a non-participating preferred risk pol- 
icy paid at age 85 with a $20,000 mini- 
mum. The plan provides a waiver of 
disability provision. Rates per $1,000, 
including waiver, are: Age 25, $13.84; 
35, $19.01; 45, $29.09. 





Six Win Ohio State Life Awards 
Six general agents of Ohio State 
Life have been presented Agency 
Builder Awards in recognition of their 
achievements in the past 12 months. 


They are R. G. Leuzinger, Columbus; 
E. G. Siefert, Marion O.; John Mc- 
Clain, Detroit; Robert F. Horn, Mans- 
field, O., J. C. McFarland, Cincinnati, 
and Ed D’Emilio, Pittsburgh. 


Manufacturers’ Leaders 
Conference at Florida 


Manufacturers Life five-day educa- 
tional conference, held at Hollywood- 
by-the Sea, Fla., was attended by more 
than 300 managers and representatives 
from the United States, Canada and 
Hawaii who qualified for the com- 
pany’s senior production club. Busi- 
ness and social meetings were pleas- 
antly balanced. 

J. H. Lithgow, president, one of the 





‘many head office officials present, 


made the opening address. Business 
meetings were under the chairman- 
ship of Agency Vice-president A. 
Kinch and F. A. Nicholson, agency 
superintendent. Topics on the agenda 
included taxes, business insurance, 
marketing and estate building; also a 
review and discussion of field force 
problems. R. W. Grange of Los Ange- 
les and J. F. LoBosco, Hamilton, gave 
special talks. 

Plans are in progress to hold next 
year’s conference at the Greenbrier, 
White Sulphur Springs, W. Va. 





Parkinson Milwaukee Speaker 

Thomas L. Parkinson, chairman of 
Equitable Society, spoke at the “Top- 
pers’ Party” of the Wisconsin agency 
at Milwaukee, managed by Lee Wand- 
ling. About 175 agents and guests at- 
tended the dinner which marked the 
close of a six-week drive for new busi- 
ness which resulted in 878 lives for 
$7,475,000 of insurance. 





JOHN P. LYNCH, 58, with New 
York Life for more than 30 years, and 
past president District of Columbia 
Assn. of Life Underwriters, died fol- 
lowing a one-day illness. 





WINTER M. BRADY, 69, with Peo- 
ples Life of Washington, D. C., for 45 
years, and former manager at Wash- 
ington and Baltimore, died. 





e For the first quarter of the year, 
the Henry C. Hunken agency of Con- 
necticut Mutual Life at Chicago had 
paid production exceeding $4 million, 
an increase of more than $1 million 
over the same period of 1952. This 
puts the Hunken organization in the 
No. 1 spot with the largest gain over 
last year of any agency in the com- 
pany. 


Washington Natl. Field 


Men Meet at New Orleans 


Highlights of Washington Nationa)’s 
nationwide convention at New Op. 
leans were addresses by Charles J, 
Zimmerman, managing director of 
L.I.A.M.A.; R. J. Wetterlund, company 
chairman, Paul W. Watt, president. 

The convention featured other talks 
and panel discussions revolving around 
new sales ideas and promotional ac. 
tivities designed to sell life and A. & 
separately or tied together in package 
form. 


Standeford New President 


Pacific Mutual Agency Assn. of Pa. 
cific Mutual Life at the annual meet. 
ing at San Diego elected the following 
general agents: Charlton G. Stande- 
ford, Fresno, president; C. M. Ganster, 
Pittsburgh, vice-president, and Ray f, 
Walden, Newark, secretary-treasurer, 

Emory L. Jenks of Atlanta received 
the association’s trophy for agency 
building. 





Earls Agency Plans Move 


The Earls general agency for Mu- 
tual Benefit Life, Cincinnati, will move 
to 311 Pike street later in the year. 
Site of the new agency is a residence 
opposite the Taft museum in the Lyle 
Park section of the city. Mr. Earls 
purchased the site as a personal in- 
vestment. It will be extensively remod- 
eled before occupancy. 





Outlives Mutual Life Pact 


Thomas D. Murray, 96, of Lexing- 
ton, Ky., has exceeded the life span 
covered by the mortality table of his 
1891 Mutual Life policy to become his 
own beneficiary to the tune of $3,005. 
A life-long bachelor, Mr. Murray has 
received $4,184 including dividends on 
the policy, while paying $2,128 in 
premiums. 


U. S. Life’s Term Was 53.2% 


United States Life’s ratio of term to 
total individual ordinary insurance is- 
sued in 1952 was 53.2%, not the 85% 
figure shown in the tabulation on page 
3 of the March 27 issue. An error was 
made in copying the figures on which 
the 85% figure was based. 


U. of Kansas City Institute 


Solomon Huber, general agent for 
Mutual Benefit Life, New York City; 
Joseph Trachtman, New York City at- 
torney, and D. H. McL.ucas, vice-presi- 
dent of Northern Trust Co., Chicago, 
will head an interesting list of speakers 
at University of Kansas City estate 
planning institute, April 24. 


Belding Heads New HQ 


Prudential has established a head- 
quarters at Grand Rapids to supervise 
the company’s group insurance sales 
activities throughout western and 
northern Michigan. Marshall C. Beld- 
ing, formerly with the company’s mid- 
west sales organization, will be in 
charge. Mr. Belding joined Prudential 
at Newark and later was assigned to 
Chicago, -which he leaves for his new 
appointment. 














Gets Dominion Life Award 


The Dibble branch of Dominion Life 
at Lansing, Mich., received the com- 
pany trophy for outstanding branch 
operations for the fourth year. Alfred 
Upton, managing director, made the 
presentation at a dinner meeting. 





e The Dopps agency of Midwest Life 
at Mason City, Ia., led all company 
agencies in paid production last year. 
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(GUARDIAN 


ACCIDENT AND HEALTH POLICIES 


¢ Commercial Accident and Health 
¢ Guaranteed Renewable Disability 


¢ Hospital Expense Plans 
(with Polio Expense Rider) 


A complete and modern program providing unusually 
attractive features. 


For full details, please call your nearest Guardian office. 







LIFE-ACCIDENT AND HEALTH 


GUARDIAN 
$e Srumence Company 


NEW YORK 3, N. Y. 
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ENVELOPES To Save 
You Labor, Speed Service, 


INVENTIONS Help Prevent Mistakes! 


“TENSION 





























Saves Money... 


GOING and COMING! 


The Same Envelope That 
Takes Your Message Out 
Brings Your Answer Back 


This new Patented Tension Envelope com- 
bines outgoing envelope, letter or statement 
and return envelope in one piece that can 
be mailed first class—or third class. 


It’s simple to use—easy to understand. The 
person who receives it merely tears the flap 
off, and the return envelope is ready to 
bring his reply or order back. 


This new “Round-Trip” envelope brings back 
> the outgoing address complete . . . just the 
way you typed or printed it: Key number 
and all! There’s no handwriting to decipher, 
no chance for unkeyed replies. You'll want 
to see a sample of this unusual envelope, 
so write for yours today! 





“TENSION ENVELOPE CORPORATION 














OVER A BILLION DOLLARS INSURANCE IN FORCE 
§ . oo 94 te \\\\ 
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be STABILITY 








What the man who buys 


and the man who sells 
have a right to expect 


in their life insurance 






company. 
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INSURANCE 


HOME OFFICE SAN FRANCISCO 
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P 119% 


This is the proud record of ° 
Atlantic Life’s growing acceptance 
in the past ten years 








Total insurance in force for Atlantic Life now | 
exceeds $300,000,000. This represents a new mile- 

stone in the history of a 53-year-old company 

which has a long record of continued expansion 

of its services to the insuring public. 





At the beginning of 1943, insurance in force - 
was $137,000,000. The growing acceptance of the 
high quality protection offered by Atlantic Life 
has resulted in an increase of 119% in the “in 
force” figures in just ten years! 


Whatever the life protection need of the. indi- 
vidual is, Atlantic has a sound and favorable 
contract to meet it. 








INSURANCE COMPANY 
HOME OFFICE: Richmond, Virginia. ae 


Alone than a Half Conery of Secs es 








Help your client to Protection - 


IF HE HAS A 
ONE MAN Business <li 





OR A PARTNERSHIP sai Sh 


HE NEEDS 


GUARANTEED 
BUSINESSLIKE 

BUSINESS LIFE INSURANCE 
WITH THE TRAVELERS 








Ask the nearest Travelers Life Manager or General Agent to give you 
the facts about The Travelers Business Life Insurance contracts. He will help 


you help your client to protection through The Travelers. 


>» THE TRAVELERS INSURANCE COMPANY 
HARTFORD : CONNECTICUT 











